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T= COMMENTATOR, sitting 
in the conning tower, can very 
well imagine how old Noah felt 
when he saw the dove come wing- 
ing its way over the turbulent 


waters, carrying the olive leaf 
that told the flood was over. The 
writer can see the automotive 
dove right now and his interpre- 
tation is that so far as the indus- 
try’s labor troubles are concerned 
land is in sight. 

TAKE IT here in Detroit. The 
situation looked serious indeed 
earlier in the week because of the 
Motor Products strike, which hit 
some of the car makers hard be- 
cause of stopping the flow of 
parts and accessories so neces- 
sary in completing the assembly. 

That might have become se- 
rious, indeed, had it not been for 
the action of the Hudson company 
in shutting down all production, 
thus laying off 18,000 of the fac- 
tory help. Contrary to usual 
practice, when Hudson found it 
couldn’t get these parts it did not 
shilly-shally and try to keep the 
news of the shutdown a secret. 
Instead, it was boldly announced 
in the newspapers that all Hudson 
production had stopped — and | 
sharply—because of inability to 
get supplies. 

* * 

Labor was quick to see how a 
handful of strikers could take 
work away from thousands of 
others who were not directly in- 
volved in the strike. In 24 hours 
Motor Products’ strike had been 
settled and the Hudson assembly 
lines were again in operation. 

I think when we come to write 
the history of this labor trouble 
great credit should be given Hud- 
son for an act that did more to} 
straighten out the muss than any 
other that has been taken. Roy | 
Chapin drove the lesson home 
with sledge hammer blows that 


clinched the argument. 
ok * * 


RIGHT NOW the only festering | 
sore in the Detroit situation is the | 
growling of the tool and die} 
makers who are on the eve of | 
striking. But to me that is just | 
like icemen striking in winter 
time. The automobile industry is 
in production and tool and die 
makers are not a necessity until 
the makers start on the planning | 
for 1935. And from what I gather, | 
the car makers learned a lesson | 


last Fall, when these same tool | 
and die makers spilled the beans | 
by striking, when the industry | 
needed new dies for the 1934) 
models. The car makers will not | 
be caught napping again, T| 
predict. | 
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OUTSIDE of this area all we | 


Sales Weather Price Rise 


GM Enters Low Price Field With 2 Ton Truck 
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Prices Start\International|GM Protects Dealers 


on Cars Sold at Early 


On New Truck 


Job Combines Style With 
Ruggedness and 
Performance 


Pontiac, Mich., Apr. 13.—-Gen- 
eral Motors Truck Co. announced 
today their entry into the lowest 
priced one-and-one-half-ton truck 
field with a new model, designated 
as GMC T-16. This new truck is 
offered at a base price of $595, the 
lowest list price ever carried by a 
General Motors Truck of model 
T-16’s capacity. 

A gross rating of 9300 pounds 
indicates the rugged construction 
| which enables this new model to 
carry full capacity loads. Further, 

Model T-16 incorporates many en- 
gineering improvements rarely 
found in the lowest priced truck 
range, its sponsors say. 

| The power plant has 213 cu. in. 
cylinder displacement and de- 
livers 70 h.p. at 3,300 r.p.m. A 
maximum torque of 147 ft-lbs., 
|} from 1,400 to 1,800 r.p.m., assures 
|the driver of adequate truck per- 
| formance under all operating con- 
|ditions. Engine refinements in- 
clude rifle drilled connecting rods, 

(Continued on Page 8) 


Bills Propose 
To Regulate 
Used Car Sales 


Detroit, Apr. 13.—-Two proposed 
bills now before the New York 
state legislature which would con- 
cern dealers should they become 
laws, are described by Roy F. 
Britton, in a recent bulletin of the 
National Highway Users Confer- 
ence. 

The first attempt to regulate the 
sale of used cars and the second 
deals with the operation and sale 
of defective motor vehicles. Brit- 
ton summarizes the bills as fol- 
lows: 

“New York, in 
regulate the sale of used cars, 
would require used car dealers to 
furnish a sworn certificate of 
mileage and would require that, 
in connection with the sale of any 
car selling for $200 or less, the 
vendor should furnish a written 
guaranty as to the fitness of the 
vehicle and its equipment. Ve- 
hicles operated without such a 





an attempt to| 


have to worry about is the Wis- | certificate of condition could be 
consin situation and it looks to|eonfiscated and destroyed by the 
me as if the marines have landed | yotor Vehicle Commissioner and 
and have the situation well in Inspection or Peace Officer, as 
hand. ‘Cheery news comes from | peing a defective vehicle. 

that sector where Nash holds! “The other bill would prohibit 


(Continued on Page 6) (Continued on Page 18) 


Chris Sinacbunah At $595.00 Brings Out 





Chevrolet 100-Car Club 
Slices $73,650 Melon 





l4-Ton Model 


113-In. Wheelbase Suited 
For Light Delivery 
Bodies, Claim 


Chicago, Apr. 13.—Addition to 
its lines of a new half-ton Interna- 
tional truck was announced today 
by the International Harvester Co. | 
of America. The new model is| 
known as C-1 and in its design 
special consideration has been 
given to the increasing demand 
for pleasing lines and color com- | 
binations, the announcement says. | 

Among its style features are V- 
shaped radiator with polished 
Stainless steel molding, satin-fin- 
ish aluminum grille, deeply 
crowned and valanced fenders, 
and a strearaline hood and cowl. 

The wheelbase of 113 inches is 
specially suited for light delivery 
bodies. Sturdiness of construc- 
tion is enhanced by a deep frame 
which is reinforced by numerous 
cross members. The cam-and-| 
lever steering gear, roller bearing 
anti-friction joints, hydraulic pres- 
sure-gun chassis lubrication and 
chrome molybdenum steel axle 
shafts are chassis features that 

(Continued on Page 2) 





| 








Detroit, Apr. 13.—-Checks total- 
ing $73,650 are being mailed this 
week to 982 Chevrolet salesmen 
all over the United States, who 
qualified for membership in the 
Chevrolet 100-Car Club by their | 
automobile sales performance in| 
1933. The announcement was| 
made today by William E. Holler, 
general sales manager of the 
Chevrolet Motor Co. 

Officers Selected 

Mr. Holler also announced the | 
national officers of the club, selec- 
tion of whom is made each year 
on the basis of new car sales. 
The officers are: President, G. L. 
Carlat, Chicago, 391 new cars; 
vice-president, Wesley Perry, 
Pittston, Pa., 285 new cars; secre- 
tary, A. H. Cooper, Chicago, 281 
new cars, and treasurer, S. M. 
Strott, Chicago, 243 new cars. All 
three Chicago men are connected 
with the same dealership, Nelson 
Chevrolet Sales. 

Besides the cash award of $75, | 
and a parchment scroll recording 
the award, each member of the 


club receives Chevrolet’s gold | 
100-Car Club pin, while “re-| 
peaters,” who already own the 


pin, receive an additional diamond 
thereon for every year they make 
the club. 


All but 302 of the salesmen now 
receiving their rewards had been | 
members before, Mr. Holler said. | 


Price But 


Not Delivered 





Majority of Dealers Making Delivery at New Price; 
Code Rules Cause Some Confusion 


In Change 
Detroit, Apr. 13.—A continued flow of orders from 
dealers to the factories since the announcement of in- 


creased prices a little over 


a week ago would indicate 


that the move has not lessened buying interest on the part 


of the public. 


Cars purchased or on order but not de- 


livered to the purchaser before the price went into effect 
in the majority of cases are being delivered at the new 


price. 


‘Tool, Diemakers 


Walkout, Then 
Start to Settle 


Detroit, Apr. 13.—A _ strike in 
tool and die shops was scarcely 
under way here today when ex- 
ecutives of individual jobbing 
companies and the Mechanics 
Educational Society of America, 
an independent union, began set- 
tling their differences. 

The strike was voted Thursday 
night by the MESA and became 
effective at midnight. Some 90 





| shops were involved among them, 


both independent jobbers and 
members of the Automotive Tool 
and Die Mfg. Assn. None of the 
tool and die departments of the 
automobile plants were involved. 

Within a few hours today, Mat- 
thew Smith, general secretary of 
the MESA, announced that settle- 
ments had been reached with 
seven of the 90 shops. Twelve 
jobbers who had previously signed 

(Continued on Page 6) 


‘Administration 


Determined to 


Keep Hands Off 


By WILLIAM ULLMAN 
Washington, Apr. 13. — The 





strike of 4,000 tool and die makers | 


in Detroit today, with its hint of 
danger to the continued rapid re- 
covery of the automobile industry, 
brought no break in the adminis- 
tration’s policy of leaving the De- 
troit situation entirely in the 
hands of the Automobile Labor 
Board. Nor was there any indica- 
tion that this situation would 
change unless conditions become 
more acute than they are re- 
garded here at present. 

In the appointment of the board 
of three, the administration cre- 
ated what it regarded as the per- 
fectly constituted agency for the 
administration of President 
Roosevelt’s formula to harmonize 
employer-employe relations in the | 
automotive industry. It refuses 

(Continued on Page 14) 


® This has resulted in some dif- 


| ficulty, particularly in cases where 
dealers had filed “future delivery” 
registration with the local code 
authority. In general in such 
cases the dealers have been in- 
structed by the code authorities 
to endeavor to make their 
deliveries at the new price 
but failing in this, concessions 
must be made. Under the “future 
delivery” registration plan the 
buyer puts up a value equal to 
five per cent of the new car 
price and the purchase order car- 
ries the full price of the new car. 
Some interpretations placed upon 
this are that the purchase order 
may be considered a firm contract 
and the buyer may demand his 
car at the price stipulated if he 
insists. 
General Motors Stand 

In the case of General Motors 
dealers’ customers who had placed 
bona fide orders with dealers se- 
cured by deposits of cash or used 
ears prior to the price increase 
announcement will get their cars 
at the old prices. Those who have 
placed orders after the price in- 
crease announcement will pay 
the new prices. 

(Continued on Page 14) 


Nash Strike Ends; 
Resumption Waits 
On Seaman Action 











Kenosha, Wis., Apr. 13.—-Pros- 
pects of an early resumption of 
production at the Nash Motors 
Co. plant here were considerably 
improved yesterday afternoon 
when strikers voted 629 to 376 to 
accept the new wages scale pro- 
posal made by the company. The 
new scale guarantees a minimum 
of five per cent increase in wages 
for every employe in the Kenosha 
plant. 


The new agreement also em- 
bodies terms of automobile labor 
board proposal of Apr. 15. This 
proposal was overwhelmingly re- 
jected in a vote a week ago. Auto 
workers in the Seaman Body plant 
will meet at noon tomorrow to 
vote on proposals made by their 
company in Milwaukee. It is con- 
sidered very likely that the vote 
will result in the acceptance of 
the terms. 
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March Output of N. A.C. C. 
Members Highest Since ’29 





New York, Apr. 13.—All pre- 
vious monthly records of pro- 
duction by members of the Na- 
tional Automobile Chamber of 
Commerce back to Sept., 1929, 
were eclipsed last month accord- 
ing to a report released today 


estimating the Chamber output | 


at 262,156 cars and trucks. 


The number of workers em-| 


ployed by its members also at- 
tained its highest level since 
Sept., 1929, the Chamber reported. 

On the basis of this estimate, 
production by Chamber mem- 
bers was 208 per cent above 
the corresponding month last 
year and 49 per cent above Feb- 
ruary of this year. 

Production for the first quarter 
was placed at 539,128 units an in- 
crease of 84 per cent over last 
year. 

Notwithstanding the substantial 
advances in factory operations, 
nearly every automobile com- 
pany is reporting heavy banks 
of unfilled orders. 

The Chamber report which in- 
cludes the figures for all but one 
major producer in the industry 
is summarized as follows: 


2 «ck tnees 0e¥ewe 262,156 
emery, TOBE ...csccese 175,386 
i Ss sv eense 60-0006 84,983 
Three months, 1934 ...... 539,128 
Three months, 1933 ...... 292,176 


9,007 Deliv ered 
Week of Apr. 7 
By Plymouth 


Detroit, Apr. 13.—For the third 


successive week, retail deliveries | 


of Plymouth cars have established 
a new all-time peak for the Plym- 
outh Motor Corp., H. G. Moock, 


general sales manager, announced | 


today. For the week ending Apr. 
7, 9,007 Plymouth cars were de- 
livered at retail, an increase of 7.5 
per cent over the previous peak 
week and more than three times 
greater than the same week of last 
year, Moock reported. 

Plymouth shipments for the 
week totaled 9,137 units, an in- 
crease of 94.2 per cent over the 
same week of last year. 

Total Plymouth orders received 
this year to date have passed the 
200,000 mark as compared with 42,- 
473 on the same date in 1933. 


These orders include domestic, ex- | 


port and Canadian. 


Raise Pay in Findlay 
Findlay, O., Apr. 











Ford V-8 Orders 
Pass Estimates 


By Over 10,000 


Dearborn, Mich., Apr. 13.—Or- 
ders for more than 10,000 new 
Ford V-8 cars and trucks in ex- 
cess of original commitments 
were received by the Ford Motor 
Co. during the first 10 days of 
April, it was announced today at 
the company’s home offices here. 

If the demand during the bal- 
ance of the month continues at 
the same pace, the total of orders 
in excess of original commitments 
for the full month will run to 
20,000 to 25,000 units, it was 
stated. 

Sales during the month, it was 
pointed out, will be limited only 
by the company’s present produc- 
tion capacity. Production is now 
running in excess of 90,000 cars 
and trucks per month and the 
total for April may exceed 100,000 
units. The total, however, is 
wholly dependent upon the re- 
ceipt from suppliers of an ade- 
quate quantity of parts, including 
bodies, and other materials. 

The recent upturn in Ford or- 
ders is the result, it was stated, 
of a widespread increase in re- 
tail sales in all parts of the coun- 
try, every section contributing. 

One of the most favorable 
signs, in its relation to the eco- 
nomic condition of the country 
at large, is the increases in the | 
rural districts. Reports from all | 
parts of the country indicate that | 
rural dealers, who have been 
more or less inactive for the last | 
three years, are again doing busi- 
ness on a scale comparable in 
1929. Some of these report that 
their volume of business thus far 
this year is greater than all of 
1933 

No comment was forthcoming 
as to whether the increase in 
sales is attributable to the action 
of the Ford Co. in maintaining 
the original list prices on the 
new 1934 Ford V-8 cars and 
trucks in the face of a general 
increase in price on the part of 
the industry, or to the increasing 
public acceptance of the new 
Ford V-8 units or both. 





Goodrich Deueainens 


New Truck, Bus Tire’ 
Akron, O., Apr. 13.—A newly de- 





| veloped truck and bus tire, with 


13.—R. T.| 


Bremer, president of the Cooper | 


Tire Corp., has announced pay 
increases for 500 workers of the 
Findlay plant, ranging from 5 
to 10 per cent, effective Apr. 16. 
Bremer said the factory operat- 
ing on a six-hour day, is working 
at its greatest capacity in seven 
years. 





February Auto F inancing 
Shows Substantial Gain 





Washington, Apr. 13.—Automo- 
bile financing in February re- 
vealed substantial increases as 


compared with the same month 
of last year, reflecting the marked 
increase in activity within the in- 
dustry. 

Wholesale financing volume in 
February of this year amounted 
to $61,513,896, using the Depart- 
ment of Commerce's figure for 
282 identical organizations which 
reported $27,514,654 in February, 
1933. As reported by this group, 
the number of cars involved at 
wholesale this year was more 
than 124,000, as compared with 
more than 87,000 last February. 
Retail volume jumped from $16,- 
842,415 to $29,290,038, and the in- 
crease in used car volume was 
from $11,725,419 to $15,197,698. 
The reporting organizations re- 
vealed for this February 52,772 


|Goodrich Triple Protected Silver- 


| per cent full floating cords, 


improvements over previous con- 
struction, was announced today 
by the B. F. Goodrich Co. as now 
ready for sale through its na- 
tion-wide dealer organization. 
The new tire, known as the 


town, has three new protection 
features, Plyflex, Ply-lock and 100 


cars financed at retail against 32,- 
609 in the same month last year. 

Comparing February of this 
year with January, it is noted 
that wholesale financing volume 
jumped from $35,879,064 up to 
more than $61,000,000 in February; 
retail volume gained about $10,- 
000,000 during the second month 
of the year as compared with the 
first; and proportionate gains 
were held in number of cars fi- 
nanced. 

Relatively small additions are 
noted in the figures for January 
and February of this year on the 
basis of reports of 456 identical 
organizations. However, for this 
group the Department of Com- 
merce cites no comparative fig- 
ures for the same months of last, 
year. Actually, however, the 
changes in the figures are small 
and in no wise alter the clearly 
indicated trend. 
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One Up on Gulliver 


of the Studebaker exhibit at the Century of Progress this summer. 


high, 30 feet wide. 


there sound films will be shown. 





Tee 


a Xf 


Mr. Gulliver, the well-travelled, never saw anything like this giant Studebaker that will be a feature 


The car will be 80 feet long, 28 feet 
Inside the model will be an auditorium with a seating capacity of 80 people, and 





Unfilled Auburn 
Export Orders 
Exceed 33 Total 


Auburn, Ind., a 13.—Unfilled 
orders in the export department 


|of the Auburn Automobile Co. 


total more than the company’s en- 
tire export shipments for 1933, W. 
H. Beal, president, announced to- 
day. 

Indications are, he said, that ex- 
port sales will be at least five 
times greater for the year than 
for 1933. 

‘‘It is significant of world 
economic conditions,” the Auburn 
executive said, “that a great many 
of these orders are coming from 
world markets which have been 
more or less dormant for several 
years.” 

Fifty-one world markets are 
represented by the orders, Beal 
said, or nearly double the com- 
pany’s coverage last year. 





Price Change 
Announced by 


Hupp Official 


Detroit, Apr. 13.—According to 
an announcement today by Rufus 
S. Cole, vice-president and assist- 
ant general manager of Hupp 
Motor Car Corp., the price of the 
Hupp series 417 sedan has been 
increased from $795 to $845. The 
coupe of this series still carries 
the base price of $795. 

The series 417 was introduced 
in January and is mounted on 
117-inch wheelbase chassis which 


| incorporates a six-cylinder 80 hp. 


engine. Two body styles, both of 
Aerodynamic design, are avail- 
able. 


Willys Reaches 
15 Cars a Day 
Mark in Week 


Toledo, O., Apr. 13.—Production 
by Willys-Overland Co. has 
reached 15 cars a day, one week 
after the first 1934 model was run 
off the assembly line. David R. 
Wilson, who has been acting as 
temporary receiver, was named 
permanent receiver in charge of 
production by Judge George P. 





Hahn in U. S. District Court. 
Mr. Wilson announced that re- 
organization plans will be re- 


vealed shortly. 


Houdaille-Hershey Elects 


Detroit, Apr. 13—Houdaille 
Hershey Corp. stock holders at 
annual meeting elected Edmund 
W. Ross a director, increasing the 
board to 10 members. Other di- 
rectors were re-elected. 








Pontiac Field Executives 
Will Convene at Factory 





Pontiac, Apr. 13.—Regional man- 
agers, zone managers, assistant 
zone managers and zone sales pro- 
motion managers comprising the 
field executive staff of the six re- 
gions and 27 zones of the Pontiac 
Motor Co. will convene in a series 
of meetings at the factory begin- 
ning Monday. 

Regional men will precede the 
zone men, Monday being devoted 
to their conferences with factory 
officials. Tuesday morning the 
larger group from the zones will 
be met at the Book-Cadillac hotel 
and taken to Pontiac. The day 
will include a two-hour trip 
through the factory under the 
guidance of production experts. 
A complete display of Pontiac 
models in all the combinations of 
colors together with the chassis of 
this year and last placed side by 
side for purposes of comparison, 
has been arranged. 

As a special engineering exhibit 
there will be all of the parts, prop- 
erly tagged, of a 1934 Pontiac en- 
gine that has had 75,000 miles of 
actual road work. 

Lunch will be served in the com- 
pany dining rooms. When the 
group re-assembles at 1:30 they 
will be addressed by H. J. Klingler, 
president and general manager of 
the company. 

The entire program is in charge 
of R. K. White and C. P. Simpson, 
Pontiac asst. general sales man- 
agers. 

Late in the afternoon the entire 
group will leave for Flint where 
a further program has been ar- 
ranged including a day at the Gen- 
eral Motors Proving Ground. 





——__—_—— 


International 
Introduces New 


Half-Ton Truck 


(Continued from Page 1) 
make for safety and economical 
operation. 

The engine of the new C-1, one- 
half ton International, develops 
78.5 maximum brake horsepower 
at 3400 r.p.m. Low-cost engine 
maintenance and operation is fa- 
cilitated by removable and re- 
placeable precision-type main and 
connecting rod bearings, hardened 
exhaust-valve seat inserts, pres- 
sure lubrication, downdraft car- 
buretion and air cleaner. The 
bore is 35-16 inches and stroke 
41-8 inches. The total displace- 
ment is 213.2 cubic inches. Max- 
imum torque of 151 pound-feet is 
developed at from 800 to 1400 
r.p.m. 

The 9-in. clutch is of the single- 
plate type, with built-in vibration 
damper. The transmission pro- 
vides three speeds forward and 
one reverse, with respective reduc- 
tions of 3.06 to 1, 1.6 to 1, 1 to 1, 
and 3.77 to 1. 

The all-metal pick-up body is 
of heavy-gauge sheet steel and is 
equipped with 6-inch flare boards. 
Pay load space is 47% inches wide, 
66 inches long, and 13 inches high. 
Stakes for a special top utilized 
with this body fit into conveni- 
ently located pockets. 








Terraplane Sales Higher 


Than Any Week Since 1930 


Detroit, Apr. 13.—Sales of Ter- 
raplanes and Hudsons are higher 
than any week since May 31, 1930, 
according to Chester G. Abbott, 
general sales manager of the Hud- 
son Motor Car Co. Commenting 
on the figures released today, Ab- 
bott states: “With our sales rap- 
idly approaching the highest in 
our history, we can look back over 
a period of 14 weeks and witness 
an interesting and steady gain. 
With one exception, every seven- 
day period has shown a material 
gain over that preceding it. Sales 
for the first week in April are 
more than double those of the first 
week of March, and are nearly 
10 times those of the first week of 
February. 

“Of particular interest is the 
fact that the gains came from all 
over the country. They are not 
confined to any definite locality. 


In New York City, for instance, 
the gains last week over the week 
before showed an increase of 75.3 
per cent. In Boston, in spite of 
the fact that sales have been run- 
ning extremely high in proportion 
to the rest of the country, the gain 
was 45.5 per cent. In Cleveland, 
42.8 per cent; Detroit, 27.4 per 
cent; Los Angeles, 21 per cent; 
Milwaukee, 32.4 per cent; Philadel- 
phia, 51 per cent; Pittsburgh, 21.1 
per cent; Rochester, N. Y., 80 per 
cent. 

“Reports which reach us from 
all sections of the country, indi- 
cate that the basic industries are 
improving rapidly. This, of course, 
invariably stimulates automobile 
sales, and in turn, automobile sales 
react upon the basic industries in 
a favorable manner, so that once 
the cycle has started, it is apt to 
proceed over a considerable period 
of time. 
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Code Records Give Dealers | 
of 


scien 


Complete Picture o 


Put Members of Trade in Touch With Details of, 
Business Previously Ignored or Considered 


Only in Most Casual Fashion | 


(This is the eighth of a series of articles which will appear 


weekly in ADN in which Willia 


the varous provisions of the automotive retail trade’s code of 
fair competition from the standpoint of their practical meaning.) 


By WILLIAM ULLMAN 

Washington, Apr. 13.—Experience with the automotive 
retail trade’s code of fair competition indicates that it) 
contributes indirectly as well as directly to making the 
individual dealer a better business man. 

Previous articles in this series have dealt with the di- 
rect contributions of the code in this respect as they 
have grown out of the requirements which stabilize prices 
on new cars, parts, accessories and equipment and stand- 
ardize allowances on used cars.©—————— — amano 


The time now seems ripe for a 
consideration of some of the in- 
direct effects which more and 
more dealers are perceiving for 
their true worth. 
Early Discomfitures 

When the dealers’ code first be- 
came effective, one of its most 
discomfiting provisions was that 
which combined a_ limitation 
upon the employe’s work-week 
and the establishment of mini- 
mum rates of pay for different 
classes of workers. Many a deal- 
er could not see where this fitted 
in with any rational concept of 
sound business. With books al- 
ready dotted with red ink, credit 
difficult to obtain, and better 
business merely a nebulous pros- 
pect, additional cost of operating 
appeared to be synonymous with 
heavier losses. 


This doleful view of the situa- 
tion, however, overlooked an im- 
portant provision of the code re- 
lating to, and qualifying, those 
establishing a maximum work- 
week and minimum wages. 

The provision in question, for 
all of its negative phraseology, is 
positive in the benefit conferred 
upon the dealer with respect to 
costs. It is that which permits 
him to pass on to his patrons the 
increased cost of operation under 
the code. It reads: 
































Code Language 


“No dealer shall increase the 
price of any merchandise sold 
after the date hereof over the 
price on July 1, 1933, by more 
than is made necessary by actual 
increases in wages, or invoice 
costs of merchandise, or by taxes 
since July 1, 1933, and in setting 
such price increases, each dealer 
shall give full weight to probable 
increases in sales volume and to 
refrain from taking profiteering 
advantage of the consuming 
public.” 

Here is the dealer’s “out” with 
respect to any higher costs due 
to the code, an “out” that was 
given to him when it was denied 
to many another group brought 
within the provisions of the re- 
covery program. In _ providing 
him with a direct avenue of es- 
cape, it served him well indi- 
rectly, too. 

How did it accomplish this re- 
sult? 

The answer as provided by the 
experience of individual dealers 
is simple and interesting. 


The Dealer’s “Out” 

It is, broadly, that it has 
brought them down to a basis 
of sound cost analysis of doing 
business. To pass along the in- 
creased expense of doing business 
to their patrons, and yet refrain 
from taking a profiteering ad- 
vantage of the latter, it was nec- 
essary to get down to bedrock 
in the matter of computing costs. 
Many a dealer has found it a 
tremendously informative pro- 
cess. Through it, he has come 
upon scores of details which il- 
luminate his curiosity as to why, 
even in better times, he failed 
to make the profits which might 
have been his. 

“One of the most remarkable 
things in connection with my code 
experience,’ a more than mod- 





m Ullman looks analytically at 


erately successful dealer has told 
the writer, “is that it contradicts 
so much that I had assumed 
would result from it. My first} 
impression was that the code 
would complicate’ operations | 
greatly. On the contrary, it 
seems to have simplified them 
in rather significant ways. Most 
emphatic of these, of course, is 
the positive way in which it} 
singles out used car allowances, 
stabilized new car prices and 
price maintenance generally as| 








indispensable to sound business. | 
On the whole, the code has 
taught me to look at my business | 
in quite a new way. It has put| 
me in close touch with aspects of | 
it that I never considered more | 


Detroit, Apr. 13.— The 
Wayne County Executive 
Committee of the National 
Motor Vehicle Retailing 
Code has offered a reward 


of $50 for information lead- 
ing to the conviction of any 
automobile dealer for vio- 
lating Article IV — Trade 
Regulations — of the Code. 


than casually in the past. I’m} 
quite positive the net result will | 
be to make a better business man | 
of me.” 


Code Demands Thoroughness 

Under the code the dealer is 
required to keep a _ continuing | 
comprehensive statistical record | 
of his operations which must be 
available for the scrutiny of out- 
siders other than representatives | 
of the factory whose franchise 
he holds. Into this record must 
be written the accurate story of | 
every phase of his business con- | 
duct. There must be chapters on 
hours worked and wages paid 
to employes much more rigidly 
classified as to actual perform- 
ance than ever before. The story 
must include, too, full details of 
used car purchases and used car 
sales, and the same with respect 
to new cars, parts, accessories 
and all other items handled by 
the automotive merchant. 

The thoughtful and informed 
dealers’ code member today must 
admit that he does not have the 
old excuse that even minor 
phases of his business fail to 
show up in his financial records. 
Nor may these records any longer 
be set down in any fashion that 
the individual chooses. They are 
there in factual form or the 
dealer is not living up to the 
terms of the code which makes 
him a part of the huge, com- 
mon enterprise of selling cars. 

Dispassionate critics of the au- 
tomotive retail trade in the past 
have directly related a_ great 
many shortcomings of the indi- 
vidual dealer to the fact that he 
did not know his business inethe 
sense of being familiar with its 
manifold details. The code has 
robbed them of any valid ground 
for making this criticism today 
unless, of course, the individual 
dealer is not living up to it. 


| by Dodge dealers have increased | 


| | duced 


| brace thousands of wage earners. 





(The ninth article of this series 
will appear in ADN, Saturday, 
April 21.) 


Ope 


rations 


Dodge Dealers 
Sales Highest 
In Eight Years 


Detroit, Apr. 13. 
ers’ retail sales of passenger cars 
and trucks for the week ending | 
Apr. 7 set a new high mark, ac- 
cording to a report just issued 
by A. vanDerZee, general sales 
manager of Dodge Brothers Corp. 


Dodge deal-| 


During the six-day period, 
Dodge dealers delivered 3,474 
Dodge passenger cars, 2,793 


Plymouths, and 1,117 Dodge com- 
mercial cars and trucks—a total 
of 7,384 vehicles. 

According to Mr. vanDerZee, 
this latest delivery figure, topping 
the business of the preceding week 
by 10.9 per cent, is the highest 
recorded since July 31, 1926; it 
also marks the twelfth consecu- 
tive week during which 1934 sales 


progressively from week to week, 
as well as exceeded sales during | 
corresponding periods of 1933. 

Retail deliveries by Dodge deal- | 
ers since Jan. 1 amounted to 24,-| 





| 281 Dodge passenger cars, 20,163 | 


| Plymouths, and 10,646 Dodge} 
trucks—making a total, for the) 
first 14 weeks of the year, of 


55,090 deliveries as against 21,501 


deliveries made within the like 
14 weeks of 1933—an increase of 
156.2 per cent. 


One statement in Mr. vanDer- 
Zee’s latest weekly sales analysis 


| is of more than local interest; it 


is to the effect that, as far as 
Dodge is concerned, recent price | 
adjustments appear to have in-| 
no noticeably untoward) 


consequences on sales. | 


a | 
| 


Corporation Formed | 
To Bid on Air Mail 


Chicago, Apr. 13.—-Formation of | 


| a new $5,000,000 airline operating | 
|company for the purpose of bid- | 


ding on the new air mail con- 
tracts was announced here today. 
The name of the new company | 


is “American Airlines, Inc.” It 
is a Delaware corporation. 
Indiana Pay Boosts 
Indianapolis, Ind., Apr. 13.—Pay 


boosts this month granted steel | 
workers throughout the country | 
reached down into Indiana to em- | 


At Gary 20,000 employes came | 
under the ten per cent increase 
while at Hammond and East | 
Chicago 15,000 additional steel 
workers had been notified of their 
good fortune. 

The Continental Steel Co. plant 
of Kokomo, employing 1,800 men, | 
followed the lead of the big com- | 
panies, and 200 workers at the 
Haynes Stellite Co. were like- | 
wise given a ten per cent boost 
in pay. 


Pacemaker 





“Big Boy” Willard Rader, famous | 
a decade ago on the automobile | 
race tracks of the country, has| 
been selected to pilot the 1934 
LaSalle roadster that will start 
the field in this year’s Indian- 

apolis Speedway Classic. ' 








|outh, Washington, D. C.: 


| nounced, a four-year record for| 


| manufacturing schedule will 


|number of cars produced during 


THE INQUIRING REPORTER 


N these columns Automotive Daily News will attempt to 
give a cross-section of opinion among members of the 
trade on subjects of interest to the trade. Readers are in- 


vited to participate in this symposium by expressing their 
opinions on questions asked by the Inquiring Reporter and 
also by suggesting questions upon which they would like to 


obtain the opinions of others. Dealers, distributors, manu- 
facturers, and association chiefs are invited to make use of 
these columns. 


TODAY’S QUESTION: ARE YOU DELIVERING CARS WHICH 


| WERE ORDERED FROM YOU BUT NOT DELIVERED BEFORE 


PRICES WERE INCREASED AT THE OLD OR NEW PRICES? 
* * * 


C. A. Krist, DeMooy Motors, Inc., Cleveland, Plymouth: “We are 
trying to deliver cars at the new price. In actual practice we find 
that we have to make concessions and take the loss.” 

* * * 

G. Aukschun, McCulloch-Walton Pontiac, Inc., Cleveland: “We are 
able to charge the new prices because we were caught up on de- 
liveries when the new prices were announced.” 

oo 

Walter H. Bergholtz, Bergholtz Chevrolet, Inc., Cleveland: “On 
bonafide orders we are delivering at old prices, being protected by 
the factory. Hope to clean up orders by April 15.” 

* * * 


Ea * 


C. A. Bailey, Bailey Buick Co., Cleveland: “Any orders taken pre- 


| vious to the advances are being delivered at the old prices if payment 


on car had been made.” 


°K % xe 

C. F. Bleyl, Home Motor Sales, Studebaker, Cleveland: “We charge 
the increased price unless the car ordered was fully paid for before 
the advance.” 

HK * * 

Whitney Leary, H. B. Whitney and Brothers, Chrysler, Washing- 
ton, D. C.: “We are delivering the cars at the new prices regardless 
of the date on which the orders were taken.” 

* ~ * 

W. A. Rogers, president, Barry-Pate Motor Co., Inc., Chevrolet, 
Washington, D. C.: “Customers who placed orders for automobiles 
prior to the increase will get their cars at the old prices.” 

* K * 
Lyman Hinckley, manager, Kempton Motors Corp., De Soto-Plym- 
“All deliveries are being made at the new 
prices. If the order was placed before the price increase, but the 
car not delivered at the time of the increase, the new price must be 
paid.” 


Floyd D. Akers, president, Capitol Cadillac Co., Washington, D. C.: 
“Persons who placed orders for Cadillac and LaSalle cars before the 
price increase will be protected by the Cadillac Motor Car Co., and 
such customers will be charged the price prevailing at the time the 
bonafide order was entered.” 


ok * ok 
R. Bruce Emerson, president, Emerson and Orme, Buick, Wash- 
ington, D. C.: “Bonafide orders entered prior to the increase prices 


will be delivered by us at the old price.” 
es ok ES 
Lee D. Butler, president, Lee D. Butler, Inc., Studebaker, Wash- 
ington, D. C.: “We are filling old price orders at the old prices. The 
Studebaker Corp. is affording this protection.” 


B. V. Stodghill, John Smith Chevrolet Co., Atlanta, Ga.: “We are 
delivering cars at old retail prices on contracts signed prior to April 3. 
Orders received since the price increase will be delivered at the new 
prices.” 


C. G. Bayne, Yarbrough Motor Co., Studebaker and Pierce-Arrow, 
Atlanta, Ga.: “We have advanced prices to new levels even though 
orders were placed before advances took place. All contracts pro- 
vided that price may be advanced before delivery even on orders 
signed. I am afraid it will slow up sales.” 


tk ed Eg 
Harry Sommers, Chrysler-Plymouth, Atlanta, Ga.: “Acting under 
code authority order we have advanced prices on contracts to new 
levels.” 


Graham Sales ‘Wholesalers 
Break Record | Seek to Join 


Second Time NSPA Ranks 


Detroit, Apr. 13. For the| Detroit, Apr. 13. National 
second time since the new Gra-| Standard Parts Assn. has received 
ham cars for 1934 were an-|so far this year a larger number 
of applications for membership 
a single day’s orders has been; than were received during the 
broken at the Graham-Paige Mo-| entire 12 months of 1933, E. P. 
tors Corp. plant, A. I. Philp,|Chalfant, executive vice-president 
vice-president and general sales! reported today. 
manager announced today. Philp Sixty-one applications have 
also revealed that the Graham/! been filed this year, a majority of 
be' these being from automotive 
increased during April, for the! wholesalers. This corresponds to 
fourth consecutive time since the| the association’s division of total 


| new Graham went on the market.| membership, which is approxi- 
Orders received for the new | mately 300 wholesalers and 200 

Graham on Monday, Apr. 9,' manufacturers. 

Philp said, set a new high record! Chalfant attributes the un- 


usually large number of applica- 
tions to a combination of cir- 
cumstances, including a definite 
improvement in general business, 
an increased recognition on the 
part of business men of the work 
which the trade associations are 


since 1930, surpassing the previous 
1934 mark set during January. | 

Graham, he said, plans to build | 
more than 3,000 units in April. | 
This, he said, will bring the total | 


the first four months of the year | 
to approximately 9,000. From| doing, and the rendering of serv- 
present indications even this ex-| ices by NSPA’s headquarters of- 
panded manufacturing schedule) fice and its field staff which are 
will leave accumulated orders far| geared to meet the needs of mem- 
in excess of production at the| bers under the present day busi- 
end of this month. ness conditions. 
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One sacred pledge we make our friends here and 
now. This publication, God willing and so long as it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
prejudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the 
of NEWS which is timely, authentic and of value. 


dissemination 
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Back Your President 





Tor labor unrest must bring a degree of confusion. 
the days pass the truth of the statements that our 
troubles here are being inspired by labor leaders each 
seeking to gain domination in the local labor market, be- 
comes more and more apparent. 


Long before strike clouds hovered on our horizon, in- 
dustrial leaders here had complied with the requirements 


of Section 7-A of the NRA which granted the right to! 


workers to bargain with their employers collectively if | 
they so desired. Later as business improved wage rates | 
were increased and hours shortened. Then came charges | 
of discrimination and so forth which led to the meeting | 
in Washington with President Roosevelt. At this meeting | 
a method of settling industrial disputes was devised. 


A committee of three, one from labor, one from industry 
and one neutral was appointed. This committee was to 
hear disputes and grievances and its findings were to| 
be final. The committee was responsible directly to the 
President. To this plan both employes and employers | 
acquiesced. Todate there has been no evidence of a man- 
ufacturer having refused to co-operate with this board 
or to obey any ruling made by it. Labor leaders, in whose 
interest this board was created as a guarantee of fair 
play, have not awaited its rulings but have arbitrarily 
called strike after strike. 

It is highly important that an end be put to this type 
of guerilla warfare. Its continuance holds a threat to 
the entire recovery program. The support of Detroit 
workers behind the President’s board will squelch the 
welchers. Back the board and thus back your President. 


* * 


Delayed Deliveries 

EARTENING news for those dealers carrying lines of 
cars which have been delayed in getting into produc- 

tion may be found the early registration reports for March 
which were published in the April 11 issue of Automotive 
Daily News. From these figures it can be seen readily that 
orders taken earlier in the year have not suffered from the 
delay in making actual deliveries. A survey of the situa- 
tion here indicates that all makers will be in a position to 


insure almost immediate delivery in quantities of all mod- | 


worth control. 


els within the next 30 days. 


Chief among the causes of delay has been, of course, the | 


tool and die makers’ strike last fall, which hit particularly 
hard those companies bringing out entirely new lines. On 
the other hand, dealers for these same companies, due to 
the innovations in design in their new lines, are likely to 


suffer less from buyer switching caused by delay in de-| 


liveries than in the more conventional designs. 
April sales reports and March registrations indicate 


that there has been no let down in buying and no notice- | 


able cancellation of orders already placed. We sympathize 
with those dealers who have suffered misgivings due to 
the delay in getting cars to fill their orders. It has been 


a tough furrow to plow but a study of the production situ- | 


ation here leads us to believe that we are nearing the end 
of our wait and the dealer who has waited will soon be 
cashing-in on his efforts during the past few months. For 
a long pull investment we can think of no better propo- 
sition than the automobile dealership. 
code control and the vast potential market which will be 


Editor | 


O OUR readers outside Detroit the continued reports | 
As | 


FREE 
AIR 


By Cliff Knoble 


HICK town is a place where 
there’s no danger of having 
| your radiator cap stolen. 

* * * 

IF YOU DIDN’T have to pay 
so much in taxes, you could have 
| bought a bigger car. But know- 
ing you couldn’t buy a bigger car 
because you had to pay so much 
in taxes, the manufacturer built 
the smaller car in the first place. 
| So who’s out what, and why? 

* * * 





| 
| Our government's idea of im- 
| pressing other nations with our 
| formidable navy, seems to be by 
threatening to build one. 
* * * 


| NOMINATIONS FOR THE MOST 


USELESS THING IN 
| THE WORLD 
“Head-light dimmers on a road- 
| hog’s car.”’—Elmer B. Printwhistle. 
* * * 


Telling one customer about the 


about your speed records. 


a a: * 


| fectly satisfied that when you re- 
| paired my car, you didn’t do a 
| thing that wasn’t necessary, em- 
ployed only a minimum amount 
of time, did a good job of fixing 


smart deal you pulled on another | 
one is like bragging to a judge} 


Correct this sentence: “I am per- 
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billed me at the lowest possible 





With present | 


rate.” | 


We're surprised that no one has | 
yet referred to the turtle-shaped | 
car as a “Terrapine.” 

; | 

The most regrettable thing about 
a strike is the intimidation of wor- | 
ried workmen who need their | 
earnings a great deal more than} 
they require the leadership of a) 


self-appointed “organizer.” 


* 


* * # 


Sentences never seen in an auto- | 
mobile ad: “Spare tire, bumpers, | 
licenses, fender wells, extra wheel, 
radiator emblem, etc., all cost 
extra, and PLENTY.” 


* 


The person who runs a car for 
its average life, pays more money 
in taxes than the car’s manufac- 
turer received from its original 
sale. Try and find something 
funny in that. 

+ + oo 

So we had to pass a law to keep 
some of our fellow countrymen 
from loaning money to nations 
that refuse to repay. It’s hardly 
unnatural to wonder how such nit- 
wits ever acquired money enough 
to loan. 


“A soft answer turneth away 
wrath.” But what kind of an an- 
swer can you use if the cop isn’t 
sore, but just dumb and _ stub- 
born? 

* * 
Daffy Definitions 
Income Tax-— Governmental 


* 


* tk % 


A sign on Route 20, near Chi-| 
cago, reads: “Two miles to Kee- | 
nan’s Garage. Fine drinking 
water.” That settles it! If we 
ever break a connecting rod within 
two miles of that garage, we'll 
walk over and get a drink. 

* a J 


Oh! Would that Spring 
Would come as quick 

As payments a 
On tick! 


on car 


* * + 


AMONG THE selling points for 
car radios would be a _ loud 
speaker that will drown out the 
back seat driver 
JUDGING FROM the number} 
| of labor organizers in this sec- 
tion we need a code limiting them | 





released during the next few years, dealership stands by 
itself as a commercial opportunity. 


to six-hour day five-day week to} 
spread the work. 


the things that needed fixing, and | 


LABOR RACKETEER: 


“Hey, Labor, if you eat with 


them guys, where do I eat?” 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 


are invited to use this space for 


voicing their opinions or ideas. 


Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Appreciated 
Yes, you are certainly covering | 
the auto front and putting life 
into those sheets of paper. 

This is just a line of apprecia- 
tion of the value we are getting 
for our money. 

I would especially like to con- 
gratulate you on the Silver Anni- 
versary issues, on whicn I cabled 
for additional copies, and _ the 
manner in which you have cov- 
ered the Shows. 

Am enclosing an 
approximately cover 


amount to 
one addi- 


| tional subscription and those ex- 


tra Silver Anniversary numbers. | 
Please in future forward two 
copies of everything issued. 

Since meeting you in Detroit 
last October I have tied up with 
General Motors on Oldsmobile, 
Cadillac, LaSalle and G.M.C. 
trucks. | 

Naturally we get everything 
issued by General Motors (Aus- | 
tralia) Ltd., but I am anxious to 
by some means, get sample copies 
of everything issued domestically | 
on those lines. Am wondering if | 
you could suggest some contact 
over there which would attain 
the object without treading on 
any corns here. 

It would not be 
possible for them 


commercially | 
here to print 
available 


service manuals made 


| to American dealers and our tariff | 


prohibits importation of such| 
matter for general circulation. 

I have always found that a con- 
tact with the hub is helpful and 
am especially anxious to estab- 
lish some such contact at Detroit. | 

This may be asking altogether 
too much of you and something 
qufe impossible. I know, how- | 
ever, that if it is possible you will 


| Suggest the procedure. 


That Silver Anniversary issue 
of yours, for example, is the kind | 
of thing we can’t get here, yet the | 
facts and stimulation it conveys 
are invaluable. I do not want to 
miss anything that is going to} 


give us a better insight into our! to insert it. 


|the range of literature, sales and | the 


lines, their factories and activi- 
ties —J. D. Rhodes, Rhodes Motor 
Co., Pty., Ltd., Melbourne, C. I. 


“=a Word in 
edgewise” 


By the Publisher 


WHEN WE first read the edi- 
torial, which is reprinted on the 
opposite page, in the April 12th 
issue of the Detroit Free Press, 
we liked it. When we had reread 
it, we agreed that if every man, 
woman, and child directly de- 
pendent on the immediate future 
of our industry could read it, 
there would be a different feeling 
abroad in this area. 

It was this opinion which led us 
to insert it in full page space in 
the Detroit Free Press, Detroit 
News, Detroit Times, Detroit Sa- 
turday Night, Pontiac Press, and 
Flint Journal, having a combined 
circulation of 1,319,476. 

We believe that it was almost 
an obligation of ADN, if we were 


| to live up to the printed pledge 


under our masthead, to do every- 
thing within our power to protect 
interests of manufacturer, 
laborer, dealer, and retail sales- 
men who are dependent on the 
automotive industry for their 


| livelihood. 


Our own voice might be feeble, 


| so we used the greatest ampli- 


fying power of all, the daily news- 
papers with their combined trem- 
endous circulation in the very 


| heart of the industry to broadcast 


this message, the subject matter 
of which was multiplied in its ef- 
fectiveness by its very simplicity. 


Although this is being written 
before the majority of the news- 
papers are in the hands of their 
readers, yet we are already more 
than satisfied with our decision 
G.M:S. 











* 
* 





WeE all want to see every baby in Detroit happy with a well-filled tummy. 

We all want to see every housewife with something to cook in her kitchen. 

We all want to see every workingman with a job so that he may be an independent 
American citizen; one who can stand on his own feet and take care of himself 
without benefit of charity or dole. 

We want to see our city the happy and prosperous community it was before 
the depression. 

All this is possible. It is now within our grasp if we have the good sense to 
see it. All that is needed is a breath of sanity; some cold, clear thinking. 

Our workingmen and women are being misled, tricked and harassed until 
some are in such a confused state of mind because of selfish conflicting forces 
that they stand in danger of losing their golden hour of opportunity. 

If business goes into a tailspin it will be because of the present unwarranted 
unrest among the workmen. 

And if business does close down again there will be breadlines once more— 
with very little bread. The hunger and the horror of the past three years will be 
multiplied tenfold, for there will be no money to feed and warm and clothe the 
destitute. The city’s funds are exhausted. The State has no money. The CWA 
funds have been withdrawn. The depression years will look like prosperity years if 
business must stagnate because of quarreling labor leaders who have only their 
own selfish interests at stake. 

The Free Press holds no brief for the manufacturers. ‘Their mistakes of the 
past have been obvious. But they have consented to abide by the rules and regula- 
tions laid down by President Roosevelt. The rights and wrongs of past arguments 
are not today the issue. 

Any manufacturer who violates the code will be punished. 

Mr. Roosevelt has promised that. 

And so, not defending the employers, but thinking only of the best interests 
of the families of the workingmen, the welfare and good name of Detroit, the time 
has arrived for straight, sound advice. That advice can be placed in three words: 

KEEP YOUR JOB! 

Keep your job for the sake of your wives and children and yourselves; keep 
your jobs for the sake of your fellow workers. Keep your jobs to make recovery 
certain. Keep your jobs for your President who has led you on your way out of 
hunger and darkness into the path of food and happiness. 

Don’t be fooled into walking away from the thing that you have longed and 
hoped for all these years: WORK. 

Every hour that you strike now means time that can never be made up. 

You are faced with three warring groups of labor leaders who are seeking to 
exploit you. 

They will not have to stand in breadlines. They will not have to go hungry. 

Matthew J. Smith is the organizer and guiding brain of the Mechanics Educa 
tional Society of America. He is an Englishman who came over to America in 
1928. His business, his profession, is organizing labor unions. 

Mr. Smith is no doubt a sincere and estimable gentleman. But we must 
not lose sight of the fact that his job is to get signatures of membership in his 
organization. His salary and his success depends on how many he can induce to 
sign on the dotted line. He has no more interest in the welfare of Detroit than 
he had when he was leading labor organizations in England. 

William Collins is the chief organizer of the American Federation of Labor. 
He, too, is no doubt a sincere and estimable gentleman. His home is in Boston 
or New York. The only thing he owns in Detroit is the suitcase he brought with 
him. He, too, is a transient brought here to sign up members. It's a business. 
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KEEP YOUR JOB 


Reprinted from The Detroit Free Press, April 12, 1934 


Mr. Smith and Mr. Collins belong to rival organizations. 

They are engaged in a bitter fight to get memberships in their competing 
groups. 

Both of these men are bringing in assistant organizers by droves to aid them 
in the battle to get you signed up. 

The more confusion they create the less chance you have of working, and the 
less chance you have of working the more memberships they can get. 

To round up members these warring groups are working like rival side-show 
barkers—promising you anything. 

Beyond them is a third group—the avowed Communists. They are pouring 
in here from all parts of the country. They want industry destroyed. They want 
you to lose your jobs as a result of all this foolishness. They want chaos. 
as this war rages. 

Remember this: If these labor agitators have their way and induce you to 
quit work, induce you to stop recovery, induce you to bring on again another depres- 
sion, YOU will be the ones to suffer—not they. 

Nor will the employers, the big manufacturers, suffer as you will. ‘They will 
have enough to warm and clothe and feed themselves. You, the victims of false 
leaders, will be the ones who will g0 cold and naked and hungry. 

Can you have any better adviser in this than President Roosevelt himself? 

On Sunday night, March 25, he outlined a plan of action. It was accepted by 
the representatives of the workmen and by the manufacturers. It was agreed by 
both sides that it should be lived up to in letter and spirit. He said in his explana- 
tion of the plan: 

“It lives up to the principles of collective bargaining. .. . It opens up a chance 
for a square deal and fair treatment. . .. It gives promise of sound industrial rela- 
tions.”’ 

He appointed three outstanding men to a board to settle your differences 
peacefully and happily. 


” 


You and your employer are the “innocent bystanders 


He did not say, nor does the plan say, that you must belong to any union. It 
does say that you shall not be coerced by either union leaders or by employers. 
You can do your own bargaining if you wish—you and your friends. 

The President's board had no sooner begun their work than the labor agitators 
began a backfire against them to rob you of confidence in them. 

If you cannot trust the President of the United States, who has publicly and in 
writing assured you of a square deal, whom can you trust? 

In his now historic peace plan there was one paragraph devoted wholly to you 
workmen. It is a direct answer to those who would have you violate the letter and 
spirit of that agreement by striking. It is the last paragraph of his statement. 
Ile said: 

“Industry's obligations are clearly set forth and its responsibilities 
are established. Itis not too much to expect organizations of employees to 
observe the same ethical and moral responsibilities even though they are 
not specifically prescribed by the statute. Only in this way can industry 
and its workers go forward with a united front in their assault on depres- 
sion and gain for both the desired benefits of continually better times.’ 


Give President Roosevelt's board a chance to function. 
Stand by the President! 

Keep your job! 

It means your salvation and that of America. 


With this advertisement Automotive Daily News reaffirms its editorial policy to support to 
its fullest capacity every progressive step of the industry. It is alert to oppose any movement 
that threatens to destroy the livelihood of manufacturer, laborer, dealer, or retail salesman. 


As we said in the first issue under our ownership, and in every issue since: ‘‘One sacred pledge we 
make our friends here and now. This publication, God willing and so long as it is in our charge, 
will never champion the cause of any individual or any corporation which is not for the best 


interests of the automotive industry as a whole. 


Nor will its columns be used to spread gossip 


or inflame prejudice. It will confine itself to the up-building of the industry it is pledged to 
serve, wholly through the dissemination of NEWS which is timely, authentic and of value." 


Founded in 1925 


GEORGE M. SLOCUM 


taaee Automotive D aily Ne "ES 


The Trade Newspaper of the Industry 


CHRIS SINSABAUGH 


in, 


DETROIT 





This full page Advertisment appeared in the April 13th issue of the 
Detroit Free Press, Detroit News, Detroit Times, Detroit 


Saturday Night, Pontiac Press, and Flint Journal. 











a y 


AUTOMOTIVE DAILY NEWS, SATURDAY, APRIL 14, 1934 


Lets Prospect Sell _ Himself on Trade-in Value 


Contestant Tells How Code 
Helps Him Sell Cadillacs 


Arthur J. Hughes, a retail salesman for the Fisher Cad- 
illac Corp., of Newark, N. J., has evolved a highly suc- 
cessful method of getting his prospect in the right frame 
of mind to accept the trade-in figure for his old car set 


under the code. 


Your own experience in selling under the code must | 
have brought out some similarly interesting point. 


Or 


maybe there is something about the retail code that you 


don’t like. 


ducting a Prize Letter Contest for 
passenger car and truck dealers 


and salesmen, the details of which | 


o— 


Automotive Daily News is con- | 


in values obtained by averag- 
ing the actual selling price of 
such cars in a certain area is 
enforced. 


are set forth in another place on | 


this page. Read Hughes’ 
and then see 
one as good or better. Literary 
style doesn’t count; it’s the idea 
that’s valuable. 
you, no matter what type of car 
you are selling or where you sell 
them. ADWN seeks in this manner 
to clarify the new conditions 
under which the industry is ope- 
rating and your letter may clear 
up a point that has been bother- 
ing some other fellow in another 
part of the country. 


How Hughes Does It 


And now for Hughes’ 
which he explains as follows: 

“After the preliminary work 
of demonstrating the car and 
satisfying the prospect that it 
is the car and body type he 
wants, the question of his old 
ear and how much he is going 
to get on it arises. I believe 
I have found a way to hurdle 
this point successfully — at 
least it worked out that way 
for me. 

“At this point in the nego- 
tiations, without asking the 
prospect about his political 
faith, I manage to turn the 
conversation to the recovery 
of business and the return of 
prosperity. In every case I 
find the prospect is intensely 
interested in the return of 
prosperity and in favor of the 
national program under which 
business is recovering. 

“When the prospect has ex- 
pressed himself as being in fa- 
vor of the NRA and the work 
it is doing, I then explain that 
all automobile retailers are 
operating under the NRA and 
that, to protect the interests 
of buyer and merchant, a uni- 
form scale of used car trade- 


idea, 





Sparks 


letter | 
if you can’t write) 


Let’s hear from | 


Prospect Sells Himself 


“The prospect immediately 

couples this up in his mind 

| with the thought of business 
recovery and returning pros- 
perity and right then and 
there is where my car has a 
double appeal because he is 
satisfied that there is only 
one uniform price on his used 
car. He concludes that there 
is little use in shopping 
around to look for a more ad- 
vantageous bargain since he 
understands that the retailing 
code is mandatory and that 
its teeth are sharp enough to 
exclude chiselers. 

“In conclusion, I would like 
to say that operating under 
the code makes the salesman 
sell on the merits of his car, 
knowing that chiselers in the 
trade are a thing of the past 
and that there is no such 
thing as the prospect balking 
at the close to obtain a better 
price for his old car. This is 
as it should be since the true 
value to the prospect lies in 
what he is buying; not in any 
fictitious trade allowance.” 
Salesmen of high-priced 

| mobiles, such as Hughes, 
run into more trouble over trade- 
in allowances than those 
chandising a lower priced 
However, by giving some thought 
to the matter he has discovered 
a way to overcome this difficulty. 
What have you done to overcome 
your selling troubles? ADN would 
like to know. 
us your views on this question; 
you may win a prize and when the 


auto- 


contest is over we will all know | 


more about selling under the new 
conditions imposed by the retail 
code. 


Chris 
Sinsabaugh 





(Continued from Page 1) 


forth. Two of the three striking 
units have agreed to terms and I 
fee] safe in predicting that by the 
time this issue of ADN gets 
around production of Nash and 
LaFayette cars will have been re- 
sumed and the plants running full 


blast in an attempt to make up| 


for lost time. 
* * # 

HENRY EWALD has just as 
much right to be classed as a 
pioneer of the automobile indus- 
try as the men who built the 
early cars or made parts for them, 
While he is head of one of the 
biggest advertising agencies in 
the country, he always has spec- 
ialized on automobile accounts 
until today he is an integral part 
of the industry himself, just as I 
consider myself to be. 

So it is because of this 
that I expect a certain event 
scheduled for next Friday in De- 
troit to be a red letter event in 
the automobile annals of 1934. 
That event is to be a dinner given 
by the Detroit Adcraft Club at the 
Statler in commemoration of the 
thirtieth anniversary of the entry 
into the advertising profession of 
Henry Theodore Ewald. Which 
places him in the pioneer class 





belief | 


along with General Motors, Ford 
| Hudson, Hupmobile and others 
which have passed the quarter- 
century mark. 


* 


EWALD started his advertising 
|career with a local steamship 
company but before the auto- 
mobile industry got out of its 
swaddling clothes he became 
identified with it and has been a 
part of it ever since. Therefore, 
the conductor is shaking the moth 
balls out of his tux and preparing 
to rub elbows with the cream of 
the advertising profession of the 
country next Friday. He, too, 
will pay his respects to a man 
who has gone places in this busi- 
ness of ours. 


BARTSCH’S an- 
nouncing his retirement from 
Pontiac where he had been re- 
organizing that company’s parts, | 
service and accessories activities, | 
brings to mind the activities of | 
Bartsch which really were respon- 
sible for the creation by the| 
American Automobile Association 


ALFRED H. 








of the system which decides the 


driving championship of each} 
year. 
Before Bartsch cut in, this 


should | 


mer- | 
car. | 


Sit down and write | 


|C. Hine, 





Do YOU Like 
the Code? 


UTOMOTIVE DAILY NEWS wants letters from auto- 

mobile and truck dealers, or salesmen, discussing the 
changed conditions of selling under the Retail Automobile 
Dealers Code, now in operation for several months. 


PRIZES for the BEST LETTERS in 


Answer to the Two following Questions: 


(1) What I LIKE about the retail 


code. 


(2) What I DO NOT like about the 


retail code. 


For the TEN BEST letters published we will give ten one- 
year subscriptions (new or renewal) to Automotive Daily 
News, valued at six dollars each. For the next TWENTY 
letters we will give twenty half-year subscriptions, valued 


at $3.50 each. 


A total of thirty (30) prizes valued at $130.00. Each letter 
| must be a genuine contribution from a dealer or salesman 
actively engaged in selling automobiles, or trucks, at retail. 
Our Editor’s decision as to the relative merits of letters 

submitted will be final and each letter must be signed. The 
writer’s name will be withheld from publication, if requested. 


All letters must be postmarked prior to midnight, April 15, 


and addressed to... . 


WILLIAM C. CALLAHAN, Managing Editor 
Automotive Daily News, Detroit, Mich, 





| writer was doing a Walter Camp, 
picking each year’s champion. 
This had gone along for eight 
years before Bartsch, who then 
|was advertising manager of the 
|Bosch Magneto Co., which was 
actively interested in racing 
Through Bartsch’s efforts the 


| 


to go to the champion driver and 


|}also set up a system of point 
|awards which would name the 
| best driver of the year. The late 


Dario Resta thus was the first 
| official champion. 
Bartsch has filled many a big 


job in the industry since those 
Bosch days when, associated with 
him was Victor Kleisrath (now 
Bragg-Kleisrath, you know), who 
was the company’s chief engineer. 
When the American Bosch Mag- 
neto Co. succeeded the original 
Bosch, Bartsch was general sales 
manager. Of late he has been 
with General Motors Export and 
also B-O-P before is dissolved. 
I’m waiting to hear about his next 
connection. 





AAA accepted the Bosch trophy | 





Tool, Diemakers 


Walkout, Then 
Start to Settle 


(¢ Sataiidcaaial: from Page 1) 


an agreement with the MESA 
were not affected, he said. 

It was learned from Washing- 
ton today that the tool and die- 
makers’ strike would bring no 
break in the Administration's pol- 
icy of leaving the Detroit situa- 


tion entirely up to President 
Roosevelt’s three - man Labor 
Grievance Board. 


Greenville Show 

Greenville, S. C., Apr. 13.—An 
automobile show will be held in 
Textile Hall here Apr. 25, 26 and 
27, under the sponsorship of the 
Greenville News-Piedmont, local 
newspaper, in conjunction with 
the Greenville Auto Dealers’ Assn. 


—— —— 


| benefit to the industry. 





Hudson Manager 
Sights Glowing 


Tint in Future 


Detroit, Apr. 13.—A tremendous 
demand for automobiles has been 
built up and will not be denied 
any longer. There are 19,000,000 
passenger cars awaiting re-place- 
ment and in addition there are 
4,000,000 persons who formerly 
owned cars and who will own 
them again as soon as they can. 

This picture was presented to 
delegates to the National Auto- 
mobile Dealers’ Assn. meeting at 
White Sulphur Springs, W. Va., 
recently by W. R. Tracy, sales 
manager of the Hudson Motor 
Car Co. 

Over a period of several years, 
the past three years, figures show 
that the average motor car owner 
purchased a new car every two 
and a half years old, Tracy said. 
This cycle has been as consistent 
as the changing seasons. Of the 
19,000,000 cars now registered, 
16,000,000 are more than two and 
a half years old. Of that 16,000,- 
000 there are 14,600,000 cars more 
than three years old. Of these, 
12,200,000 are more than four 
years old and there are 8,300,000 
cars in use today that are more 
than five years old. 

Total passenger car production 
in 1933 was 1,660,000. In 1932, it 
was 1,186,000, showing an increase 
for the last year of 40 per cent. 
Statisticians of the industry pre- 
dict 2,800,000 will be built and sold 
this year which would mean a 
|production increase of 59 per 
cent for 1934 over 1933, he de- 
clared. 

Tracy described the recovery 
now in progress as general rather 
than confined to a few industries. 
He cited Fisher’s commodity price 
index of Feb. 24 which stood at 
74.2 as against 55.1 for the same 
time a year ago. The farm mar- 
ket, he said, is a major factor in 
automobile buying and he de- 
clared that the distribution of 
$1,255,000,000 to farmers through 
the AAA has been of incalculable 


Index Moves Lower 


Washington, Apr. 13.—Wholesale 
commodity prices declined 1-10 of 
1 per cent during last week, ac- 
cording to the Bureau of Labor 
Statistics. Present index stands 





at 73.3, compared with 73.4 a week 
ago. 





“THERE HAS ion quite a little 
TODAY'S SMART reeaten,.. The Wallon 


said in Automotive Daily News 
recently about employes’ rela- 
tions with employers in the auto- 
mobile business,” writes R. M. W. 
Shaw, assistant general sales man- 
ager of Oldsmobile. 
the column might get a little kick 
out of the letter which I am 
| attaching.” 

The attached letter—and it was 
bona fide--was to the factory 
manager at Olds and was signed 
by A. Y’s Guy. It reads: “En- 
closed please find 25 dollars ($25) 
in cash to repay the cost of a few 
parts I stole while in your em- 
ploy some years ago. ‘Trusting 
that you will see that the money 
goes where it belongs, I am.” 

Which goes to show that the 
Oldsmobile company must be a 
pretty good boss when a former 
employe feels his conscience 
| pricking. 





Hartford Dealers Elect 


Hartford, Conn., Apr. 13.—Pres- 
ton A. Eddy, Hartford Buick Co., 
was elected president of the Hart- 
ford Automobile Dealers’ Assn. at 
the annual meeting Apr. 9 at Hotel 
Heublein, succeeding Frederick 
C. Rohrer, Motor Sales Co., Ford 
dealership. Eddy was vice-presi- 
dent last year. Frank J. Hynes 
was named vice-president; Harry 
treasurer; and Arthur 
Fifoot, secretary. 


| Stop at the heart of important social and business New York . . 


“T thought | 





Astoria. 


| minutes from Times Square and theatres... 


atm 
> 
“2 


A EMPIRE stave 
BUILDIN 
34TH STREET b> 


. The Waldorf- 


Three minutes from Grand Central, next door to Fifth Avenue, eight 


fifteen minutes from Wall Street. 


GRAND 
CENTRAL 
Tae) 


THE WALDORF:ASTORIA 


PARK AVENUE + 49TH TO 


SOTH STREETS NEW YORK 
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NPE WY GAR SELES 


IN COOK COUNTY SHOWED 


(CHICAGO) 


THE FOLLOWING INCREASES 
IN MARCH OVER THE SAME 
MONTH A YEAR AGO..... 
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*k More advertising linage in the Chicago Tribune during March, 1934, than in any other Chicago newspaper. 


v.., advertising linage in the Sunday Tribune alone than in a full week’s issues of any other Chicago newspaper. 


Chicago Tribune 


THE WORLD'S GREATEST NEWSPAPER 


1p, S. At the lowest general daily milline rate of any Chicago newspaper, the Chicago Tribune can place your 
sales messages before 620,000 families in Chicago and suburbs alone. This is 59% more families than any other Chicago 
daily newspaper reaches—and practically the entire metropolitan Chicago market for new motor cars. Send for a 


Tribune representative with full details! 








the 


AUTOMOTIVE DAILY NEWS, SATURDAY, APRIL 14, 1934 


GM Truck Enters Lower Bracket 


th Dimension 


The News of Automotive Advertising 
By IRVING BECKMAN 


~~ Friday night the advertising fraternity will 
honor in Detroit the man who has given more to auto- 
motive advertising than perhaps any other person, living 


or gone. Henry T. Ewald, 


dean of Detroit advertising 


men, will be guest of honor at a formal dinner at Hotel 
Statler, which will commemorate the thirtieth anniversary 


of his entry into the profession. 


The celebration will be 


sponsored by the Adcraft Club of Detroit, which Henry 


Ewald founded many, many years@- 


ago when advertising and automo- 
biles were both in their infancy. 

Head of the agency which serv- 
ices more automotive accounts 
than any other in the country, 
leader among 
those men who 
have worked 
long years 
through adver- 
tising, to bring 
the automotive 
industry to its 
present high 
position, Henry 
Ewald will re- 
ceive the ac- 
claim, next Fri- 
day night of a 
roster of men 


H. T. Ewald 


whose names no doubt will con-| . : : ; 
| jected into a new campaign which 


stitute a representative Who's 


Who of the automotive and ad- | 


vertising businesses. 


* 4 * 


HERE IS confidence, 
definite terms of dollars and cents, 
that the accumulated demand for 
automobile tires will mean great- 
ly increased tire business for 1934: 
General Tire and Rubber Co. has 
increased its advertising appro- 
priation 40 per cent over that of 
1933! Colonel Kick, advertising 
manager, says the greater part of 
the increased volume will be in 
national magazines, although daily 
newspapers and radio will also 
share. 

WITH THE AIM of promoting 
sales of new cars, because every 
automobile purchase means an in- 
surance prospect, Aetna Automo- 
bile Insurance Co. will publish 
and distribute to insurance and 
automobile prospects a handsome 
72-page booklet, “Aetna’s 1934 
Automobile Show.” 


The book will contain illustra- 
tions and condensed specifications 
of every American-made automo- 
bile. Several motor car manufac- 
turers will distribute copies 
through their own sales organiza- 
tions. It is expected that in many 
instances co-operation between 
Aetna agents and automobile deal- 
ers will result. The trite question 
is: Why didn’t some bright young 
insurance company advertising 
manager think of that idea be- 


fore? 
+ Ee 


half-hours— Tuesday night for 
Hudson, and Saturday night for 
Terraplane—fan mail has nearly 


tripled, says Bill James, advertis- | 


ing manager—thus disproving the 
old arithmetic idea that one-half 
plus one-half equals only one. No 
little benefit has resulted, Bill con- 
cludes, from concentrating listen- 
ers’ attention on one car at a time, 
instead of diversifying it between 
two lines of cars on a single pro- 
gram, as was the old system. 


- * * 


ONE MORE recruit for radio 
appeared this week when Packard 
went on the air Monday night with 
the first of a series of weekly 
broadcasts, over NBC, featuring 
Walter Damrosch and his dis- 
tinguished symphony orchestra. 
John B. Kennedy, famous com- 
mentator, told the 
story of how J. W. Packard 
started making his own automo- 


r “horseless keridge”’ manufac- 
turer about his product, brought 
this retort: “Go ahead and build 
yourself a better one, if you can.” 
So, related Kennedy, Packard did. 
Next week Prof. Kennedy will re- 
veal the origin of the renowned 





stated in| 


little-known | 





slogan, “Ask the man who owns 


one.” 
* * * 
FORD ADVERTISING for thé 
next few weeks will concentrate 
on headlines calling attention to 


| the fact that “the new Ford V-8 
| is in first place in sales in the 


United States for the first quarter 
of 1934.” The “no raise in price” 
argument will be there, too, in 
prominent display. 

ok * * 

THERE MUST be a “brain 
trust” made up of college profes- 
sors who specialize in zoology 
lurking somewhere in the adver- 
tising department of Standard Oil 
of Indiana. For droves of animals 

real live animals—will be pro- 


this division of Standard is launch- 
ing for Red Crown Superfuel in 
the 13 states of its marketing ter- 
ritory. The lions and tigers and 
zebras and bears will charge into 
the advertising picture to illus- 
trate a new slogan: “More live 
power per gallon.” 

In addition to over 1,600 news- 
papers, some 2,000 outdoor boards 
and radio, which it is placing be- 
hind the drive, Standard will send 
circus parades through every im- 
portant city in 13 states for the 
next 45 days, these parades 
planned to meet finally in Chicago, 
where they will put on a gigantic 
“tent” show in a 2,500 seating ca- 
pacity amphitheatre at the 
World’s Fair which Standard is 
now building. In addition to the 
drive for gasoline, the company 
will conduct simultaneously a 
separate campaign on their motor 
oils, using twice-a-week insertions 
to reiterate the “Sludge” theme, 
which proved so successful in pre- 
vious efforts. 

x ce eo 

DIMENSIONETTES: Detroit 
Ford dealers will sponsor a week- 
ly radio series featuring Charlie 
Gehringer, Tiger star second base- 
man, in addition to daily five-min- 
ute sport news flashes. ... Bruce 
Barton, “the man nobody (or 
everybody?) knows,” is becoming 
a New York-Lansing commuter, 
as a result of his personal super- 
vision of the Oldsmobile account 
which his agency handles. 


G.M. Enters Low 
SINCE HUDSON Motor Car Co. | 
split its radio broadcast into two | 


Price Field with 
11,,-Ton Truck 


(Continued from Page 1) 


| main and connecting rod bearings 


of replaceable type and _steel- 
backed, and electro-plated pistons. 
Power is transmitted through a 
truck type clutch and transmis- 
sion, needle bearing universal 
joints and _ tubular _ propeller 
shafts, to the sturdy full-floating 
rear axle. Other chassis features 
include heavy, truck type frame, 
with straight side rails; long, 
semi-elliptic front and_ rear 
springs; four-wheel mechanical 
brakes, with centrifuse rear 
drums; and demountable type 
Spoksteel wheels. 

A comprehensive line of bodies 
combines handsome appearance 
with quality construction. Not 


nt lag vag Ar Be ta gegen rt only are the bedies good looking, 


but they are designed to provide 
maximum carrying capacity, com- 
bining service with appearance. 
Streamlining is ultra-modern and 
the beaver tail rear ends in the 
panel. 

Bodies available in the standard 
line are adapted for practically 








When it comes to appearance and performance nothing has been slighted in the new GM Truck entry 


in the lowest price field. 


| 
variety of demand and| 
bodies are built to the 
customer’s order. Cab in the T-16 
provides real comfort for the 
driver and protects him fully in 
any weather. The seat is wide, 


every 


special ioned. 


drafts. The large, 

















and comfortably sprung and cush- 
Doors are of full width, 
of the overhanging type, afford- 
ing easy entrance and exit, and 
they are sealed to prevent floor 
full-visioned 


Look ’em over. 


safety glass windshield can be 
opened wide for full ventilation. 
Constant circulation of fresh air 
is provided by the cowl ventilator. 

Color treatment of the line is 
unusual in the commercial field. 


i | 
mm a4 . 




















DELCO -LOVEJOY 


SHOCK ABSORPTION 


meets the special needs of 


INDIVIDUAL WHEEL SUSPENSION 


Early in the development of 
individual wheel suspension, car 
engineers realized that a special 
adaptation of shock absorption 
was necessary to meet their 
need. Delco-Lovejoy was privi- 
leged to cooperate in attacking 
the new problems arising from 
this radical change in car design. 
Out of the joint effort came the 
present suspension systems— 
another example of a con- 


spicuous success in improving 


American motor cars. Today, 


Delco-Lovejoy is prepared to 
provide the special type of shock 
absorption which individual 
wheel suspension requires—no 
matter what the particular 
problem. The knowledge and 
experience acquired by the Delco- 
Lovejoy organization is avail- 
able to any engineering group. 
Delco-Lovejoy Hydraulic Shock 
Absorption is readily adaptable to 
any application of the independ- 
ent wheel suspension principle. 


DELCO PRODUCTS CORPORATION 
DAYTON, OHIO 


DELCO-LOVEJOY siicck'assorsers 
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Here is a 
“NATURAL 
Mr. Dealer 


“F 


If you are selling a car, the engine of which is equipped with 
Bohnalite Cylinder Heads, you have the world by the tail! 


What does your customer really want? He wants Perform- 
ance! He demands Economy! He insists on Efficiency! 


Your engine with Bohnalite Cylinder Heads gives him all 
of these requirements. 


Bohnalite Cylinder Heads, by virtue of the metal used, 
engineering employed and designs utilized, get more mile- 
age out of every atom of vaporized gasoline. 


Bohnalite is a light alloy that cools three times as rapidly 
as iron. It permits higher compression. Bohnalite reduces 
dead weight. That’s economy! 


BOHN ALUMINUM & BRASS CORPORATION, 


wae eC 


BOHNALITE 
CYLINDER HEADS 


1p 


C1] PERFORMANCE 


The use of Bohnalite Cylinder Heads means that the 
disadvantages of excess heat are eliminated— gasoline 
wastage is wiped out—hot spots are no more—knock or 
“ping” is gone—more complete conversion of fuel into 
usable power and speed is assured. Premium gasoline 
is unnecessary. 


Only Bohn can supply Bohnalite Cylinder Heads for 
Bohn engineers have developed the metal—developed 
the engineering —developed the manufacturing process. 


Yes, in Bohnalite Cylinder Heads you have a “natural”, 
Mr. Dealer, With this selling wedge you enjoy an unbeat- 
able selling edge. Use this to the limit! 


DETROIT, MICHIGAN 
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sales to SENSAT 


Tremendous Studebaker buying 

wave brings 406 of America’s most , 

aggressive dealers into Studebaker 
ranks since October 1 


TUDEBAKER dealers from coast to coast confidently predict 
that this year will be the great year in Studebaker’s recent 
history. You can’t make these busy thousands of Studebaker 


dealers believe anything else! 


They’ve got facts on their side. They’ve got orders on their 
books. They’ll show you that Studebaker did a bigger business, in 
the six months since its 1934 line was announced. than in any 


corresponding six months period since 1929. 


They’ll show you that Studebaker’s first quarter of 1934 was far 
ahead of the first quarter of 1933— despite interferences with pro- 


duction that recently affected the entire industry. 


They’ll show you that Studebaker’s March production alone 
was 436% ahead of last March! 


“Who’s going to beat Studebaker in 1934?” That’s the question 
aggressive thousands of Studebaker dealers will make you answer 


if you’re a doubter. 


They know you can’t point to another car manu- 
factured that is packed so full of such sheer value as 


every car in the new Studebaker line. 


FROM THE SPEEDWAY 
COMES THEIR STAMINA 





. They know how Studebaker’s “speedway stamina and skyway 


style” have got all America thinking Studebaker, talking Stude- 
baker, buying Studebaker—how thousands long restricted to lesser 
cars are now intent on getting Studebaker prestige and perform- 


ance when they can do so for as little as $685 f. o. b. 


The race for dominance in the low-medium price field has just 
begun. Studebaker is near the front and gaining steadily. 

And Studebaker is really opening up the throttle all the way 
from now on. 

Studebaker has had but one major objective in mind — to give 
its dealers the best franchise offered by any maker of motor cars. 
Every Studebaker franchise is written with full respect to territorial 
rights. It gives you access to 95.5% of the market—and all under 
one name. You deal with one factory. You carry only one stock of 
parts. You advertise but one name! 

Climb aboard the Studebaker band wagon. Be in the 
Studebaker success parade instead of watching it. 
Address Paul G. Hoffman (himself an active and 
successful Studebaker dealer), President The Stude- 
baker Sales Corporation of America, South Bend, Ind. 


FROM THE SKYWAY 
COMES THEIR STYLE 
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WHAT YOU GOTIN 


ER] 


STUDEBAKER 6-CYL. 
4-DOOR SEDAN 


+895 


Free wheeling* 

Helical gears* 

Transmission main shaft ball-bear- 
ing mounted 

Carburetor silencer* 

Air cleaner 

Quarter-inch brake lining* 

Closed bodies wired for radio* 

Full-power muffler* 

Live rubber engine mountings 

Steel-backed main bearings* 

Valve spring vibration damper* 

Chromium finish* 

Current limit relay* 

Unbreakable steering wheel* 

Emergency brakes on all 4 wheels* 

Double drop frame 

Rubber pedal pads 

Crankcase ventilation 

Fuel pump and gasoline filter* 

Thermostat in waterline 

Clutch vibration damper* 

Semi-automatic choke* 

One key to all locks* 

Steel-structure bodies 

Amplified-action brakes* 

Adjustable steering wheel 

Battery—90 ampere hour 

70 horsepower 


*Developed or pioneered by Studebaker 
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TS eres the proof / 


Finest cars Studebaker ever built 
-.-yet priced $155 to $620 less! 


Compare what Studebaker is giving 
this year over and above anything 
Studebaker offered in former 
years. The charts below clearly 
show why Studebaker’s program of 


progress is winning sensationally, 


WHAT YOU GOT IN 


= 7 


STUDEBAKER 6-CYL. 
4-DOOR SEDAN 


$915 


Automatic starting* 

Full-automatic spark control* 

Drop-center rims* 

Electric gasoline gauge 

Reflex tail lamps* 

One interior sun visor 

Complete body insulation 

Steel running board 

Extra-width front doors 

Six-passenger sedans 

Slanting no-glare windshield 

Partial streamlining 

Synchro-shift transmission 

Free wheeling* 

Helical gears* 

Transmission main shaft ball-bear- 
ing mounted 

Carburetor silencer* 

Air cleaner 

Quarter-inch brake lining* 

Closed bodies wired for radio* 

Full-power muffier* 

Live rubber engine mountings 

Steel-backed main bearings* 

Valve spring vibration damper* 

Chromium finish* 

Current limit relay* 

Unbreakable steering wheel* 

Emergency brakes on all 4 wheels* 

Double drop frame 

Rubber pedal pads 

Crankcase ventilation 

Fuel pump and gasoline filter* 

Thermostat in waterline 

Clutch vibration damper* 

Semi-automatic choke* 

One key to all locks* 

Steel-structure bodies 

Amplified-action brakes* 

Adjustable steering wheel 

Battery—102 ampere hour 

80 horsepower 


*Developed or pioneered by Studebaker 
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STUDEBAKER 6-CYL. 
4-DOOR SEDAN 


$915 


Anti-backfire cut-out* 

Steel artillery wheels* 

Bandit-proof door locks 

Gasoline filler cap on rear fender 

Automatic starting* 

Full-automatic spark control 

Drop-center rims* 

Electric gasoline gauge 

Reflex tail lamps* 

Two interior sun visors 

Complete body insulation 

Steel running board 

Extra-width front doors 

Six-passenger sedans 

Slanting no-glare windshield 

Increased streamlining 

Synchro-shift transmission 

Free wheeling 

Helical gears 

Transmission main shaft ball-bear- 
ing mounted 

Carburetor silencer* 

Air cleaner 

Quarter-inch brake lining* 

Closed bodies wired for radio* 

Full-power muffler* 

Live rubber engine mountings 

Steel-backed main bearings* 

Valve spring vibration damper* 

Chromium finish* 

Current limit relay* 

Unbreakable-steering wheel* 

Emergency brakes on all 4 wheels* 

Double drop frame 

Rubber pedal pads 

Crankcase ventilation 

Fuel pump and gasoline filter* 

Thermostat in water line 

Clutch vibration damper* 

Full automatic choke* 

One key to all locks* 

Steel-structure bodies 

Amplified-action brakes* 

Adjustable steering wheel 

Battery—102 ampere hour 

85 horsepower 


*Developed or pioneered by Studebaker 
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STUDEBAKER 6-CYL. 
4-DOOR SEDAN 


$790 


Dual dome cowl* 

Aluminum cylinder heads* 

Aluminum pistons 

Twin upswing windshield wipers* 

Dual-control multi-beam head- 
lights* 

Automatic idle control 

Fan-type generator 

Non-scoring cast-iron brake drums 

No-draft ventilating system 

Twin tail lights 

Package compartment on dash 

Threaded shackles throughout 

Improved silent fan 

Roller bearing at top of steering 
column* 

Onyx finish interior hardware* 

Instrument panel recessed for radio* 

Anti-backfire cut-out* 

Steel artillery wheels* 

Roller-bearing universal joints 

Bandit-proof door locks 

Gasoline filler cap on rear fender 

Automatic starting* 

Full-automatic spark control* 

Drop-center rims 

Electric gasoline gauge 

Reflex tail lamps* 

Two interior sun visors 

Complete body insulation 

Steel running board 

Extra width front doors 

Six-passenger sedans 

No glare from any window 

Full streamlining —Airway Style* 

Synchro-shift transmission 

Free wheeling* 

Helical gears* 

Transmission main shaft ball-bear- 
ing mounted 

Carburetor silencer* 

Air cleaner 

Quarter-inch brake lining* 

Closed bodies wired for radio* 

Full-power muffler* 

Live rubber engine mountings 

Steel-backed main bearings* 

Valve spring vibration damper* 

Chromium finish* 

Current limit relay* 

18-in. unbreakable steering wheel 

Emergency brakes on all 4 wheels* 

Double-drop framce—X-member 

Rubber pedal pads 

Crankcase ventilation 

Fuel pump and gasoline filter* 

Thermostat in waterline 

Clutch vibration damper 

Full automatic choke* 

One key to all locks* 

Greatly strengthened steel 
bodies 

Amplified-action brakes* 

Adjustable steering wheel 

Battery—102 ampere hour | 

88 horsepower | 


*Developed or pioneered by Studebaker 
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Depression Taught Car-Buyers to Use ‘Caution’ 


No Longer in 


With Blindness of 1929 


n the Market 





By WIL LIAM ULLMAN 


Washington, Apr. 13.—Another 
thing the depression has done is 
to have robbed Americans of the 
aplomb with which they made 
new motor car purchases back in 
1929. They had a _ showroom 
manner then that was marked 
by an impatient certainty that 
they knew what they wanted. 
Today they are diffident, hesitant, 
and obviously less certain of 
themselves. 


So, at any rate, say those vet- 
eran dealers and salesmen who 
have uttered joyous greeting this 
year to customers who have been 
away from the market place for 
many long, dreary years. 

“Yes,” they say, “prospects 
have a different attitude.” 

It is based, as nearly as those 
who encounter it regularly are 
able to analyze it, upon the fact 
that motor car design has ad- 
vanced leagues beyond the point 
it held when the average indi- 
vidual bought his last new auto- 
mobile. That, according to Fed- 
eral statistics, was five and one- 
half years ago. 


Curious Conservatism 


Today’s car buyer is conserva- 
tive and curious. His con- 
servatism apparently is based, 
not upon a distrust of new car 
designs, but rather upon a lack 
of confidence in his judgment to 
select just the make and model 
he desires among the available 
new cars. Another factor in it, 
observant dealers note, is his feel- 
ing that he may drive his next 
new car—like his last one—far 
longer than was the case prior 
to prosperity’s disappearance. 


His curiosity is even more im- 
pressive to those identified with 
the automotive retail trade. 

The pre-depression car buyer 
was not curious; not like his suc- 
cessor of 1934. The former made 
inquiry, to be sure, to learn that 
none of tle then-discussed fea- 
tures was missing from the car 
he was about to buy. Told that 
this was the case, he had no 
further questions to ask. 


The current patron of Automo- 
bile Row shows an attitude that 
is in sharp contrast. He not 
only wants to know what features 
a car possesses, but why it has 
them and why it sometimes lacks 
those of which other competitive 
products boast. The car buyer 
of 1929 took it for granted that 
any detail feature of the car 
“worked” as it was supposed to 
but, as for asking an explanation 
of how it operated, that seemed 
to be beyond his interest or con- 
cern. 


Salesman Must Know Car 


Salesmen found themselves able 
to handle their tasks without 
difficulty even when their knowl- 
edge of the car was confined to 
the price of different models. 
That no longer is true. They 
must be able to give an ABC 
explanation of a dozen and one 
engineering features, to discuss 
gasoline economy in extremely 
literal terms, and to explain items 
of price and taxes and handling 
charges; in short, to meet the 
customer’s curiosity about every 
small detail of the buying process. 


Various explanations are of- 
fered for the technical curiosity 
of new car buyers. One admit- 
tedly important factor in it is 
the quality of motor car adver- 
tising which is far less broad and 
general than in the past. Adver- 
tisements today discuss engineer- 
ing features for the big reason 
that the competition between 
companies today is an engineer- 
ing one. 

Another circumstance that con- 
tributes to the mood of the mo- 
torist to learn about the me- 
chanics of his prospective pur- 






























chase is that, in many cases, 
has “tinkered around” 
old car during the past 


years. 


attention for himself. In 


motor vehicle. 


form these small 


scious of “the works” of the au- 
tomobile. 
Code Aids Change 


The NRA code of the automo- 
is responsible 
for one of the sharpest changes 
in the present-day new car buyer. 
The particular provision affecting 
this difference is that which re- 
Back in 
1929, the prospect was invariably 
determined 
to dicker to the last nickel for 
a better allowance on the machine 


bile retail trade 


lates to used car prices. 


a master-bargainer, 


to be turned-in. 


That, of course, is impossible 
today. The allowance on the 
used car is fixed by law. It is 
the same for all dealers. It does 
not vary regardless of the price 
of the vehicle upon which the old 
car is being traded. It stands 
there a fixed and unalterable fact. 
Buyers accept it, many of them 
with resignation but some with 
a recognition that it solves one 
of the most acute problems of 
the automobile retail trade. 


The automobile business, the 
dealer declares, has changed and 
not the least significant and far- 
reaching of the changes is that 
provided by the customer. 


Graham Distributor 
Sees Sales Increase 


Detroit, Apr. 13.—Declaring that 
a marked increase in the sale 
of used automobiles is apparent 
here and in many sections of 
Michigan, J. M. O’Dea, president 
of the Graham-Paige Co. of 
Michigan, today predicted that 
the increasing used car market 
will lead within a short time to 
a further rise in sales of new 
passenger cars. 


“People are going back to work 
every day,” O’Dea said, “and as 
a result there is a corresponding 
rise in demand for used cars of 
a value up to $300. Obviously 
this will create, in the near fu- 
ture, a new market, since these 
people who are buying used cars 
soon will want to turn them in 
on new ones.” 


Loan Bill Defeated 


Denver, Apr. 13.—The_ city 
council recently killed two 
proposed ordinances for regulat- 
ing and licensing loan companies 
and industrial banks. If the or- 
dinances had passed the automo- 
bile industry here would have suf- 
fered, according to auto dealers. 
The loan company bill would have 
limited interest charges to one 
per cent a month and require 
that interest be not compounded 
and that it be computed on un- 
paid balance. Collection of any 
brokerage or service fee in excess 
of $1 inspection fee on each loan 
would have been prohibited. 


Pay Increased 

Kent, O., Apr. 13.—Approxi- 
mately 300 employes of the Black 
and Decker Electric Co. will 
benefit by the ten per cent wage 
increase which has just been put 
into effect, according to W. H. 
Poesse, superintendent of the 
local plant. This is the second 
raise to be given employes within 
the past few months. 



















he 
with his 
few 
Financial stringency has 
lured him to undertake various 
minor adjustments and forms of 
the 
process, he has become the type 
of motorist to some extent that 
existed in the early days of the 
He may have no 
intention of continuing to per- 
services for 
himself, but he has become con- 








Motor car design has 


new automobile. 


advanced 
point it held when the average individual bought his last 


Today’s Car Market Changes 


leagues beyond the 


Today’s car buyer is conservative and curious. 
The pre-depression buyer was not curious. 
found none of the then-discussed features 

from the car, he had no further questions to ask. 
Pre-depression found themselves able to. handle their 
tasks without difficulty even when their knowledge of the 
car was confined to the price of the different models. 
Salesmen today must be able to give an ABC explana- 
tion of a dozen and one engineering features. 
Advertisements today discuss engineering features for the 


When he 
were missing 


big reason that the competition between companies is an 


engineering one. 


The NRA code is responsible for one of the sharpest 


changes in the present-day new car buyer. 


The particular 


provision affecting this difference is that which relates 


to used car prices. 


John F. Evans Becomes 


Detroit, Apr. 13.—John 
Evans, Auburn distributor, be- 
came the 24th president of the 
Detroit Auto 
Dealers’ Assn., 
at the 28th an- 
nual meeting of 
the organization 
last Monday. 
Evans started 
his automotive 
career with the 
National Motor 
Vehicle Corp. 
manufacturers 
of the former 
National car, in 
Indianapolis 





J. F, Evans 


early in this century, as a fac- 

tory executive. 
Richard A. Cott, 

is the new vice-president; 


Dodge dealer 
Thos. 
H. Walker, Hudson-Terraplane, 
is now secretary; with Herbert 
A. Buchbinder, Buick - Pontiac, 
treasurer. The directors re-elected 
were: George E. Clarke, Hup- 
mobile; Peter J. Platte, Ford; 
Charles Abbott, Nash; with Louis 
Rose, De Soto and Lloyd T. Ginn, 
Chevrolet, serving their first 
terms. 


Tax Defeated 
Birmingham, Ala., Apr. 13 (UT 
PS).—While the City of Birming- 
ham was defeating a one per cent 
retail 
Fla., was passing a two per cent 
city tax and Gov. Sennett Conner, 
of Mississippi, was signing a bill 
passed by the Legislature re-en- 
acting the two per cent gross 
sales tax in that state. 

Citizens in Birmingham voted 
against the tax by a majority of 
four to one. The bill signed by 
the Governor of Mississippi makes 
the tax a permanent tax in the 
state, having been passed two 
years ago as an emergency levy. 


Foy Tells of Interest 


Of Europe in De Soto 


Detroit, Apr. 13.—Byron C. Foy, 
president of the De Soto Motor 
Corp., on his return from a 
month’s tour through Europe, 
told of the enthusiasm the De 
Soto was accorded while there. 
The new De Soto, said Mr. Foy, 
was the first popularly-priced car 
embracing advanced streamlines 
the European manufacturers had 
seen. 

Commenting on automobile 
sales as he found them on his 
return to Detroit, Mr. Foy said: 
“Judging from sales for the first 
quarter and the bank of orders 
now on hand, business today is 
better than at any time during 
the past four years. There is 
no doubt that prevailing interest 
in automobiles is greater than 
it has been for a long period.” 


World Bestos Catalog 


Patterson, N. J., Apr. 13.—World 
Bestos Corp. announce their 1934 
catalog for the brake lining in- 
dustry. World Bestos Corp. will 
mail this new issue to any one 
on request. 


sales tax Daytona Beach, | pealers’ 





GM Officials To Speak 
Head of Detroit Dealers | 
F. | 


At Pittsburgh SAE 
Pittsburgh, Apr. 13.—A_ joint 
luncheon meeting of the Pitts- 
burgh Section of the Society of 
Automotive Engineers and of the 
Pittsburgh Chamber of Com- 
merce will be held Apr. 19, it was 
announced today. Chas. E. Wil- 
son, vice-president of General 
Motors Corp., supervising acces- 
sory divisions will speak on the 
general subject of the “Automo- 
tive Industry as an Important 
Factor in the Business Activity 
of the Pittsburgh District.” The 
meeting will be held in the Cham- 
ber of Commerce Auditorium and 
luncheon will begin at 12 noon. 
The Pittsburgh Section SAE will 
be welcomed to the Chamber of 
Commerce by John S. Fisher, 
president of the C. of C. 


Credit Chief 
Urges Full 
Debt Payment 


New York, Apr. 13.—When job- 
bers or other customers, who plan 
to stay in business after getting 
into difficulty because of price 
cutting or other uneconomic busi- 
ness practices, make requests for 
extensions or other unusual credit 
concessions, manufacturers should 
agree to no settlement that does 
not provide for the ultimate pay- 
ment of 100 cents on the dollar 
according to A. H. Fagan, man- 
ager of the credit department of 
the Motor and Equipment Mfgs. 
Assn., in their current issue of 
“Credit to the Industry.” 

The bulletin quotes a letter from 
one jobber who complains that 
settlements of this kind are a very 
definite form of unfair competi- 
tion. 

“Tt is no trick to undersell your 
competitors if you only have to 
pay from 10 to 30 per cent as 
much for the goods you sell as 
your competitors do,” this jobber 


complains. “That is practically 
what these settlements. bring 
about.” 


Manufacturers should insist on 
settlements which provide for full 
payment of amounts due “because 
any other action is distinctly un- 
fair to other customers in the 
same territory; because it always 
tends to encourage similar re- 
quests from other debtors who 
are seeking an easy. way out of 
their difficulty; and because it is 
good business to require full pay- 
ment.” 


Nominating Petitions In 


For Michigan NADA Vote 


Detroit, Apr. 13.—More than 


| 1,000 dealers in new and used au- 
|tomobiles and other members of 








the Michigan Automotive Trade 
Assn. will meet in Lansing on 
Apr. 18 for the election of a di- 
rector to the National Automobile 
Assn., of St. Louis, to 
represent Michigan for a three 
year term. In addition all of the 
new and used car dealers will 
meet following the MATA Con- 
vention in a Code Convention to 
formally elect and determine the 
number of the State Advisory 
Committee of Michigan for Code 
Enforcement. 

Michigan’s present NADA di- 
rector is A. B. Burkholder, of 
Grand Rapids, the 11th president 
of the MATA whose term has ex- 
pired. He is a candidate for re- 
election on the petition of deal- 
ers from Kent, Muskegon, Kala- 


mazoo, Barry, Allegan, Calhoun, 
Eaton and Ingham counties. 

Opposed to Mr. Burkholder are 
the following for whom petitions 
have been filed: William Pardo, 
Wyandotte; Fred C. Striffler, 
Caro; Owen McMahon, Petoskey; 
Ed S. Lunt, Flint. 

The speakers for the MATA 
Code Convention will be: Gover- 
nor William A. Comstock; Frank 
D. Fitzgerald, secretary of state; 
James E. Morgan, director of the 
sales tax; Max A. Templton, May- 
or of Lansing; Howard Cook, 
president of the Lansing Auto- 
mobile Dealers’ Assn.; Charles J. 
DeLand, Deputy Code Commis- 
sioner for Michigan. Aaron De- 
Roy, president of the MATA and 
Code Commissioner, will preside. 

Mr. DeRoy has called the Code 
Convention for the election and 
organization of the State Advisory 
Committee and will preside at the 
second meeting also. 





2,233,318 Tourists 


Enter Canada in 1933 
Montreal, Apr. 13. — Tourists 
visiting Canada spent $117,214,000 
during 1933, a report issued re- 
cently by the Dominion Bureau 
of Statistics estimated. This was 
about $100,000,000 less than in 
1932. 

For the year a total of 1,844,- 
643 foreign cars were admitted 
on 24-hour permits through ports 
of entry in Ontario, as against 
2,497,384 in 1932 and 3,470,589 in 
the boom year of 1930. Entries 
in Quebec numbered 199,313 cars, 
a reduction of only 23,000 from 
the previous year. The Maritime 
Provinces admitted 108,571 as 
against 234,922. The other prov- 
inces had considerably fewer ad- 
missions. 


Joins National Assn. 
Omaha, Neb., Apr. 13.—The 
Omaha Used Auto Parts Dealer 
Assn., Dave Cohn, president, has 





Standard Oil Co. Will 


Re-design Gas Stations 
New York, Apr. 13.— Raymond 
Loewy, industrial designer, has 
been engaged by the Standard Oil 
Co. of N, J. to re-design its filling 
stations, it was announced today. 
Loewy, body designer and consult- 
ant stylist for the Hupp Motor Car 
Corp., is also known for his work 
for Sears, Roebuck, Shelton 
Looms, the Colonial Radio Corp., 
Westinghouse Electric and other 
organizations. Designs by Loewy, 
ranging from pencil sharpeners to 
automobiles, are on display at the 
Industrial Arts Exhibition, now 
current at the Rockefeller Center. 


affiliated with the national or- 
ganization, the Used and New 
Auto Parts Dealers of America 
with executive offices in Detroit. 
The Omaha association recently 
ruled that all auto parts firms 
must remain closed Sundays and 
legal holidays. 
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U. S. Auto Exports Reach 


| 


Highest Point Since 1931 





Washington, Apr. 13.—Automo- , 
tive products exported from the| 
U. S. during February reached | 
the highest level recorded since | 
June, 1931, and were valued at} 
$13,539,690 compared with $11,239,- 
962 for January and $6,520,379 for | 
February, 1933, according to the 
automotive division, U. S. Depart- 
ment of Commerce. Exports dur- 


ing June, 1931, were valued at 
$14,772,948. 

The value of February exports, 
it is pointed out, represented 


gains of $2,298,728, or 20 per cent, 
over that of the preceding month, 
and $7,018,311, or 107 per cent, 
over the total for February, 1933. 
Combined shipments of pas- 
senger cars and trucks during 
February were valued at $7,728,- 
657, against $5,743,283 in January, 
an increase of $1,985,374, or 34 
per cent. This improvement was 
due entirely to the substantial in- 
crease in passenger car exports, 
truck shipments being slightly | 
under the January totals. The 
passenger car demand accounted | 
for 8,781 units, having a valua- 
tion of $4,973,527, compared with 
3,601 units, valued at $2,446,051, 
in January and 5,491 units, valued 
at $2,823,856, in February, 1933. 
Export Value Rises 

The export value for passenger | 
cars exceeded the figure for any 
month since May, 1931, when the | 
total was $5,414,515. Cars in the} 
price class “not over $850" ac- | 
counted for 8,181 units, valued at | 
$4,205,278, increases of 168 per'| 
cent in number and 143 per cent | 
in value over the January ex-| 
ports in this price class. 
The Union of South Africa and | 
Belgium retained their positions | 
as the chief markets for Ameri- 
can passenger cars during Febru- | 
ary, followed by Sweden and 
Japan, which countries anemnd 








Fisher Denies 
Recognition of | 
Labor Union 


Detroit, Apr. 13.—E. F. Fisher, | 
general manager of the Fisher 
Body Corp., made the following 


statement today: 

“The statement in the press to 
the effect that the Fisher Body 
Corp. of Cleveland had recognized 
the American Federation of Labor 
and had agreed to enter into a 
wage agreement with the Ameri- | 
can Federation of Labor is entire- 
ly without foundation. 

“The Fisher Body Division of 
the General Motors Corp. has not 
recognized the American Federa- 
tion of Labor local in Cleveland 
or in any other of its many plants. 

“At the request of the Automo- 
bile Labor Board our officials in 
Cleveland granted an informal in- 
terview to representatives of the 
American Federation of Labor, 
with the understanding that the 
right of the American Federation 
to represent any employes in our 
plant would have to be established 
with the Automobile Labor Board. 

“The National Industrial Recov- 
ery Act does not empower the 
representatives of a union to act 
for any employes except the 
specific employes who have se- 
lected them to act as their indi- 
vidual representatives.” 


Snowstorm Fails to Halt 
Madison Dealer Parade 


Madison, Wis., Apr. 13.—In spite 
of a snowstorm, the Easter pa- 
rade of over 50 General Motors 
automobiles was held here on 
schedule. 

Madison's five General Motors 
dealers joined in the parade as 
their part in the corporation’s 
Silver Anniversary. 

In addition to the five-passen- 
ger car dealers, the Madison 
Truck Co. had two trucks in the 
parade. Harry S. Manchester, 
Inc., and Forbes-Meagher Music 
Co. sponsored a Frigidaire float. 





| lands and Venezuela, 





12th and 10th positions of im- 
portance respectively in January. 
Sach of the 15 leading markets 
for American passenger cars, 
with the exceptions of Nether- 
were much 
demands than in| 
of the year. 


higher in their 
the opening month 


Exports of trucks during Feb- | 
ruary amounted to 6,031 units, | 
valued at $2,755,130, showing a re- | 
duction of 1,522 units and $542,102 | 
in value, as compared with 7,553 
units worth $3,297,232, represent- 
ing percentage decreases of 20| 
and 16, respectively. The exports 
of trucks for the month under 
review, however, were improved | 
over the corresponding month of | 
last year by 3,107 units, or 94 per | 
cent, and $1,227,088 in value or| 
124 per cent, the February, 1933, 
totals being 3,107 units worth $1,- 


227,088. 


Streamlin 


Harvester Dolls "Em Up 


SRE TE NE 





Here is the International Harvester Co.’s new one-half-ton panel delivery truck all dolled up like an 
Easter Parade, but a hog for work. Modified streamlining is a feature of the line. 


ICH 






ere’s the answer 


HE buying public wants streamline cars... but it wants beautiful 


streamline cars... And that means Hupmobile. But beauty is just 


one side of Hupmobile’s tremendously interesting story. It’s a story 


packed full of new sales angles, new profit possibilities, new policies. 


It takes 


a book to describe it. 


So we’ve printed the book. If you haven’t received your copy, 
mail the coupon... Hupp Motor Car Corporation, Detroit, Michigan. 





The new Aero-dynamic Hupmobile — most beautiful of the air- 
minded cars. Hupmobile covers three profitable price fields with 
4-door sedans listing from $795 to $1245. 


f--------c a. a <n an 2 onan an ae 


Mr. Rufus S. Cole 
Hupp Motor Car Corporation 
3609 Milwaukee Ave., Detroit, Michigan 


Dear Sir: 


I want to get the full story of Hupmobile’s profit 
possibilities for 1934, Please send me the new book. 


Name— 





Address 





City— ren NGG serene? 





— 
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School is 


Future Salesmen 


- LUBECK 


By E. M 
FoR the first time in a decade 
the automobile selling industry 
appears to be experiencing a 
shortage of automobile salesmen. 
Car sales reports are mounting 
month by month and seem to be 
approaching the pre-depression 
levels and yet notwithstanding | 
the optimism which permeates the 
industry, there is a national short- 
age of men and manpower on the | 
firing line. 

During the past two weeks the 
want ad column of the news- 
papers of the major cities of the 
country have carried advertise- 
ments reading “Automobile Sales- 
men wanted” and one needs 
but to scan the copy to note that 
not only are the dealers short of 
men to carry on the sales cam- 
paign for 1934 but there exists 
innumerable opportunities for 
salesmen of the better type, men 
who can take advantage of the 


Answer to 


| for cars right now and the few 
| men we have are cleaning up. 
Several days last week the floor 
play as we call it reminded me 
of the earlier days in the busi- 
ness, but we still have a lot of 
prospects which we have not yet 
had time to smoke out. In spite 
of the fact that we have raised 
commissions and that under the 
code we have a standard on 
which to operate, salesmen seem 
to feel that other lines of sales 
activity will pay better returns.” 


I mentioned to this dealer that 
a salesmen’s school might solve 
the problem as it seemed to be 
doing for the Chicago dealer, to 
which he _ replied, “Yes, that 
seems to be the thing for us to 
do. But I want to add this,” he 
said thoughtfully, “just what the 
salesmen want today is beyond 
me. In the first place, I have 
done something which perhaps a 





fact that automobile selling of 
the present type opens the way | 
for better jobs in both the retail 
and wholesale field. 

The present condition raises | 
the question “Is the demand for | 
new cars greater than is generally | 
appreciated and what has become | 
of the army of salesmen which | 
was so apparent a few years| 
ago?” One also asks “What has | 
happened in the industry which | 
forced these men to abandon the | 
selling field and go into other| 
lines of endeavor, and is selling | 


under the new deal more dif- | 
ficult ?” 
One of the leading Chicago 


dealers, a man whose activities | 
have always been of interest to 
dealers all over the country, while 
visiting in Detroit this week gave | 
his views on the situation. 
“First,” he said, “there is a bet- 
ter demand for cars in the Chi- 
cago area than at any time since 
1928. In the area there are better 
than one-half million cars that 
have run their allotted time and | 
need to be replaced. It is in- 
teresting to note that with the| 
value of these cars definitely fixed 
by the code, these owners are 
coming into the market to get 
the full trade-in value before 
their old cars are affected by the 
prices which will drop rapidly as 
the summer season approaches. 
The potential market in our area 
is tremendous. An_ intelligent 
sales campaign must be  pro- 
moted and that means man 
power. At present the man power 
is wholly inadequate. 


“In Chicago,” he added, “the 
Trade Association up to a few 
years ago had a list of several 
thousand automobile salesmen. 
When the acute shortage of sales- 
men became apparent a few 
weeks ago a check up shows that 
better than 60 per cent of these 
men have disappeared from the 
selling ranks and have gone into 
other lines of sales activity. What 
caused this? Well, several things, 
among them being the abrupt 
cessation of the demand for cars 
which came in with the depres- 
sion. Up to the time of the code 
practically all the men worked 
on straight commission. With 
the falling off in sales opportu- 
nities the lack of any sort of in- 
come forced these men out of the 
business. Today with a salary 
guarantee and a better percent- 
age on sales plus the fact that 
under the code selling has been 
simplified few of the men have re- 
turned. Our problem is about to 
be solved because we have opened 
up a school for salesmen 





tomobiles and it appears to me 
that is what every dealer will | 
have to do.” 

A Cleveland distributor of a/| 
popular priced line while in De- 
troit the early part of the week | 
said, “Yes, we have a shortage 
of good men and I don’t know 
where we are going to find more. 
We have a tremendous demand 


| under the code since 


| per cent on the cash or time pay- | 
|ment differential. 
| that on a $600 car we would al- 


We are | 
breaking in a number of younger | 
men, teaching them selling au-| 


| off,” and prepares to land. Bang! 





few dealers have thought of but |———— 


which few seem to appreciate. ls 
30. Now we pay the men five 
I have been operating strictly | or cent on ow eames canes al 


it started. 
the sale or $30 when the new 
The Code Book car values are car is delivered. 


now standardized. Therefore the The salesman has no worry 
appraiser, who up to the time about the used car which he took 
of the code was a necessary evil, in for us. As it comes in on the 
bi art of —, ss Ry book value it is our worry. Should 
high $150 “— th P If | that salesman or any other sales- 

oo — See we) man sell that car we give him 
retailed 100 new cars per month | sv, per cent on its sales price. 
he cost me $1.50 per car. I now) This gives him a chance to make 
spread that $150 among the sales-| $4550 on the sale of a $600 car 
For | a — aes a which shows that a salesman to- 

OF INSTANCS, WE Used CO Pay Uve! day can gross for himself better 
| than seven per cent. 


This means 


Administration 
Determined to 


Keep Hands Off 


(Continued from Page 1) 

to believe that the brief interval 
during which the board has func- 
tioned has in any way demonstra- 
ted its incompetence. Not even 
reports of growing dissatisfaction 
with the board’s operation on the 
part of certain employe groups, 
has modified confidence here in 
its ultimate success. 

Officials here are being kept 
fully informed as to the board’s 
activities and are thoroughly ac- 
quainted with every development 
in the Detroit situation as rapidly 
as it occurs. 

The strike of the tool and die- | 
makers, recognized here as con- 
forming to the traditional pattern 
of wage and hour disputes, is 
looked upon as dangerous to the 
industry’s progress primarily as it 
may contribute to a wider spread 
of restlessness in the ranks of 
employes. Dissatisfaction in some 
plants over the alleged failure of 
the companies to rehire employes 
allegedly dismissed for their out- 
side union activities is viewed as 
more immediately menacing, in| 
spite of the Labor Board’s success 
|in settling the first cases of this | 
character laid before it. 

Reports reaching Washington 
official and labor circles are to 
| the effect that A. F. of L. union 
executives in the automobile field | 
are counseling their members to 
at least a judicious co-operation 
with the Labor Board of three. It 
|is felt here that so long as the 
| board obtains recognition from 
|the major elements among em-| 
| ploye groups, as well as the indus- | 
| toy, the situation calls for no more 
|active participation on the part} 
Here’s an idea of the test the new | of administration officials. 
Dodge was recently put to out in | 
San Pedro, California. In the top 
| picture the car is just finishing a 
climb up a 45-degree embankment. | 
The second picture shows the car | Electric Co. during the first quar- | 
over the brow of the hill, eight | to, of 1934 amounted to $38,148,654 | 


feet in the air. Then it “levels | (ompared with $25,511,644 for the | 


low the salesman five per cent on | 
a balance of $350 if the used car 
was taken in on a basis of $250. 
On the $350 he received $17.50 
when the delivery was made. If 
this same salesman sold the used 
car for the $250 allowed, he got 
five per cent on that, or $12.50, 
making his total commissions 


Leap Frog 











G-E Orders Up 50% | 
Schenectady, N. Y., Apr. 13. 
Orders received by the General | 


corresponding period of 1933, an| 
increase of 50 per cent, according 
to an announcement by Gerard 
| Swope, chairman of the board. 


Down it comes, and they report 
nothing suffered, except perhaps | 
the driver’s liver. 
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Properly Governed Sales 


APRIL 14, 1934 


Ready to Go at the Century of Progress 





Installation of equipment for the assembly of Chevrolets at the 1934 “Century of Progress” in Chicago 

has already been started, according to M. E. Coyle, Chevrolet chief. 

effected well in advance of the exposition’s opening May 26 so that early visitors will be able to see for 
themselves how Chevrolets come off the line all ready for business. 


Complete installation will be 





Sales Weather Price Rise 
G. M. Protects Dealers 


(Continued from Page 1) 


To make possible the delivery of 
the cars ordered before’ the 
price 
at the old prices, 
policies are in effect. 


General Motors companies de- | 


liver to dealers at the old prices 
all cars for which they can show 
bona fide customers’ orders se- 
cured by deposits and affidavits. 
However, the number of cars the 
dealer can secure at the old price 


is less the number of cars he had | 


in stock or in transit with which 
to meet the orders then on hand, 


at the time of the price increase | 


announcement. 
Cars ordered by a dealer prior 
to the price increase, but for 


which he can not show bona fide | 


customers’ orders will be shipped 
to him at the new billing prices. 
Dealers may sell to customers at 


the increased prices any cars in | 
stock for which they did not hold 


customers’ orders at the time of 
the price increase. 

The situation at the time of 
the increase was unique in that 
few dealers were in possession of 
any great amount of stock at the 


time the change was announced. | 


The following list shows the new 
prices that have been announced 
to date: 


DODGE—6-cyl. 117 








w. B. 
9-Pass. Coupe ....690/4-Door Sedan 790 
Coupe, rumble ..740) Cony, Coupe 790 
2-Door Sedan ....740 
DODGE—6-cyl. 121 w. B. 
5-Pass. Rrougham..880| Cony. Sedan. 920 
PONTIAC—8-cyl. 117 w. B. 
ie. ccsaapenos 715! 2-Door Sedan 745 
Sport Coupe . 765 2-Door Touring 
Cabriolet .cccceces 805 BeGam §  ccccscess 785 
|4-Door Sedan ..... 805 
OLDSMOSILE—C- cyl, 114 W. B. 
Spt. Coupe ...... 15| 5-Pass. Touring 
Bus. Coupe ..... f 75| ees. aetna e ees 735 
5-Pass Coupe ..... 705|4-Door Sedan ..... 765 
4-Door Touring 
Sedan .ncccsccess 795 
OLDSMOBILE—8- cyl. 119 W. B. 
Bus. Coupe ...... 910| 5-Pass sours 
Cony. Coupe ..... ++ ee nc cekcaccaee 
Spt. Coupe ....945| 4-Door Sedan aa 990 
5-Pass. Coupe ..910)4-Door Touring 
| Gedam .ccccecee 1020 
BUICK—8-cyl. 119 W. B. 
Series 5! 
Bus, Coupe ..... 1110'4-Door Sedan -1190 
Spt. Coupe, rum..1145| Conv. Coupe, 
Victoria Coupe....1160| rumble ......... 1230 
BUICK—8-cyl. 126 W. B. 
Series 61 
Sint. COURS ccoces 1375|Club Sedan ...... 1465 
Victoria Coupe ...1395| Conv. Coupe, 
5-Pass, Sedan ...1425| rumble ......... 1495 
|Conv. Phaeton ...1675 
BUICK—8-cyl. 138 W. B. 
Series 91 
Sport Coupe, 4-Door Sedan 1945 
rumble .....+.. 1875|Club Sedan 1965 
Victoria Coupe, |Sedan_...... 2055 
GO cp ccecccas 1895| Cony, Phaeton 2145 
Cony, Coupe, |Sedan Limousine. .2165 
rumble .1945 
| " CHRYSLER—6- -eyl. 
Bus. Coupe cocctterComy, COMBO wecesee 865 
| Coupe, rumble ....830| Close Coupled 
Brougham ........ 795} Sedan ..eseeeees 935 
1-Door Sedan ....845|Conv. Sedan . 985 
Airflow—8- cyl. 
5-Pass. Coupe ...1345|6 Sone Town 
6-Pass. 4-Door |} Sedan ..scoeees 1345 
LOT 1345|6-Pass. Brougham.1345 
Airflow—! mperial 
5-Pass Coupe ,...1625|6-Pass 4-Door 
6-Pass Town |} Sedan ..cscceees 625 
Sedan 1625) 
PLYMOUTH—68- -cyl. 109 W. B. 

Bus. Coupe ......530|Coupe, rumble......560 
2-Door Sedan ....545|4-Door Sedan ..... 610 
De Luxe—ii4 W. B, 

Kus. Coupe ...... 620\4-Door Sedan ..... 695 


2-Door Sedan 
Coupe, rumble 


. 640] Cony, 
. 660} 


Coupe 


increase to the customer | 
the following | 


CHEVROLET 

5-Win. Coupe .....595|\Gedan .......s006. 675 
Spt. Coupe, rum...635|Town Sedan, trunk.645 
CO: dadecavkeks 610! Spt. Roadster, rum. .575 
| Cabriolet, rumble. . .695 

TERRAPLANE—6-cy!. {12 W. B. 
| Utility Coach......565|Compart Vict......655 
| 2-Pass. Coupe.....610|Sedan ........+..:. 685 
2-Door Coach. = Compart. Sedan....715 
4-Pass. Coupe .. 55|Conv. Coupe..... 715 

TERRAPLANE MAJOR—I16 W. B. 
Coach .. -690 TN. ceccerce 750 
Compart. V ict. eeae 720| Cony, Coupe . 770 
4-Pass. © on "720 Compart. Sedan... .789 

HUDSON—I16 W ° 

Bus. Coupe........ 695|\Sedan.......+++-- 815 
Coach . ..755|Compart. Sedan... .845 
Compart.  Vict.....785/4-Pass. Coupe...... 785 
|}Cony. Coupe....... 885 

HUDSON DE LUXE—II6 W. B. 
CE 6 detadeunteu 845|4-Pass Coupe......§ 75 
Compart. Vict......875|Sedan ...........-. 905 
|Compart. Sedan... .935 

HUDSON STANDARD—I23 W. B.- 

Tour, Sedan ...... 970 —. Tour. 
{| Sedan ......... 1000 
HUDSON DE vluxeaci23 w. B. 

Club Sedan ...... 1095| Compart. Club 
Brougham ....... 1195| Sedan ......... 1125 
V-8 CADILLAC—Series 30 
(Body by Fleetwood) 

Body Styles with Straight Windshield 
5-Pass. Town |7-Pass. Sedan . 8645 
BOG occcccves 3545|7-Pass. Limo......3845 
5-Pass. Sedan -3495| 7-Pass. Imperial 
5-Pass. Imperial Cabriolet ...... 4045 
Cabriolet ...... 3895 








Body Styles with Modified ‘‘V"’ Windshield 
Coupe, with inside Special 7-Pass. 





auxiliary seats..4095) Sedan ......... 4095 

Cony. Coupe, with Special 7-Pass. 
inside auxiliary | Limousine ...... 4295 
SOUS cstckscnes 4245| Special 7-Pass. 

Cony, Sedan, with Imp. Cabriolet. .4495 
Imp. partition. .4495| 5-Pass. Coupe, 

Conv, 5-Pass. | Aero Dynamic. . .4495 
Se Jeccateuns 495| 5-Pass. Town 

Special 5-Pass. | Cabriolet ....... 5695 
Town Sedan... .3995| 7-Pass. Town 

Special 5-Pass. | Cabriolet ....... 5795 
Sedan .........3945| 7-Pass. Limousine 

Special 5-Pass. Brougham ...... 695 
Imp. Cabriolet. .4345 


v-12 CADILLAC—Series 40 
(Body by Fleetwood 
Body Styles with Straight Windshield 


5-Pass. Town |7-Pass. Sedan 
BeGAM ncccccess 4245) 7-Pass. 
5-Pass. Sedan ...4195| Limousine ...... 4545 
5-Pass. Imperial |7-Pass, Imperial 
Cabriolet .4595| Cabriolet ...... 


én 74! 
Body Styles with Modified ‘‘V’’ Windshield 
Coupe, with inside | Special 5-Pass. 






auxiliary seats..4795| imp. Oebriaiet.. 5045 
Cony. Coupe, with |Special 7-Pas 
inside auxiliary Beda §—crccccces 4795 
SOGEE snssevence 4945) § Special 7-Pass, 
Cony. Sedan, with Limousine ...... 4995 
Imp. partition. .5195| Special 7-Pass. 
Conv. 5-Pass. Imp. Cabriolet. .5195 
Coupe .........5195) 5-Pass, Coupe, 
Special 5-Pass. Aero Dynamic. . .5195 
Town Sedan....4695'5-Pass. Town Cab.6395 
Special 5-Pass. |7-Pass. Town Cab.6395 
BeGAM ncccccece 4645| 7-Pass. Limousine 
| Brougham ...... 6395 
LA SALLE—Series 50 
(Bete by Fleetwood) 
2-Pass. Coupe....1595|5-Pass. Sedan..... 1695 
2-Pass. Cony. |5-Pass. Club 
Gee. odsasaeed 1605} Sedan .....eees 1695 
V-8 CADILLAC—Series 10 
(Body by Fisher) 
2-Pass. Coupe ...2545| 5-Pass. Town | 
2-Pass. Conv. | COMED cecccceces 2695 
COUPE .cccccces 2545! 5-Pass. Town 
5-Pass. Cony. f Medem  ncocccces 2695 
2955| 5-Pass. Sedan ....2645 
Series 20 
Body by Fisher) 
2-Pass. Coupe .2645| 5-Pass. Town 
2-Pass. Cony. |. Sedan ....+.4+- 2895 
CRO scoccence 2845|5-Pass. Sedan ....2845 
5-Pass. Cony. !7-Pass. Sedan ...2995 
BeGam ccocccess 3155| 7-Pass. Impe rial 13145 


V-16 CADILLAC—Series 60 
(Body by Fleetwood) 
Body Styles with Straight Windshield 


.5-Pass. Town 7-Pass. Sedan .7100 

BeGaM ..rcccces 7000|7-Pass. Limousine .7300 
5-Pass. Sedan ..6950!7-Pass. Imperial 
5-Pass. Impertal | Cabriolet .occces 7500 

Cabriolet ...... 7350) 

Body Styles with Modified ¢ Windshield 
Coupe, inside |Special 7-Pass. 

aux. seats oo PT GO nccnasces 7750 
Cony. Coupe in- |Special 7-Pass. 

side aux. seats .7900! Limousine ..... 7950 
Conv. Sedan |Special 7-Pass. 

Imperial part. .8150 Imp. Cabriolet .8150 
Conv. 5-Pass. |5-Pass. Coupe 

CONNO ccvensice 8150} Aero Dynamic .8150 
Special 5-Pass. |5-Pass. Town 

Town Sedan ..7650| Cabriolet ....... 9150 
Special 5-Pass., 7-Pass. Town 

Bedan ...ccscee 7650| Cabriolet - 9250 
Special 5-Pass. ..... |7-Pass, Limou- 

Imp. Cabriolet .8000| sine Brougham .9150 















































Detroit, Apr. 13.—Retail deliv- 
eries of Chrysler and Plymouth 
cars by Chrysler dealers for the 
week ending Apr. 7 set a new 
high for the year 1934 with 4,355 
units, of which 857 were Chrys- 


lers. This figure has not been 
equalled since the Summer of 
1929, just before the break in| 


general business, it was said. 
This represents an increase of 
11.8 per cent over the previous | 
week and presages that April will | 
be one of the greatest months in 
the history of the Chrysler Sales 
Corp., with production of Chrys- 
ler sixes and the Chrysler Airflow 
line being constantly increased, 
while the sales of both Plymouths | 
and Chryslers are restricted only 
by the number that dealers can | 








get from the factory, officials | 
declare. 

As against the corresponding | 
week of 1933, the total for the 


week ending Apr. 7 is an increase | 
of 176.7 per cent. It is 134.5 per 
cent over the corresponding week 
of 1932. 

For the 14 weeks of 1934 end- 
ing Apr. 7, Chrysler dealers re- 
ported sales at retail of 28,630 
Chrysler and Plymouth cars. This 
is 72.9 per cent better than the 
record for the corresponding 
period of 1933 and 95.2 per cent 


Chrysler Opens 


Parts Warehouse 


For Northwest 





Seattle, Apr. 13.—A three-story 
building, formerly occupied by 
the Eldridge-Buick Co., wholesale 
department has been leased by 
the Chrysler Motors Parts Corp., 
a division of the Chrysler Corp., 


to open May 1 as a parts depot. | 
C. R. Todd, for two years man-| 


ager of the Chrysler parts depot 
at Atlanta, Ga., is resident depot 
manager. 


Extensive remodeling has been | 


in progress the past two weeks, 
and Todd is organizing his staff 
of employes. These will number 
from 25 to 30, thus bringing an- 
other payroll to Seattle’s auto 
row. Less than a half dozen of 
the staff are from the home of- 
fice, the organization being built 
up from people in the community, 
men experienced in the lines 
handled, being obtained locally. 

The depot will serve Chrysler, 
Dodge, De Soto, Plymouth, Dodge 
trucks and Fargo trucks with 
maintenance service parts for 
those dealers, carrying complete 
stock of such service parts as are | 
vital to operation of the vehicles. 
The general trade will also be 
served. 

Territory tributary to the 
Seattle depot include all of Wash- 
ington, Oregon, Idaho, Alaska 
and western Montana. 

This is a part of the general | 
policy of expansion of service | 
facilities throughout the United | 
States, the Seattle parts depot | 
being one of 14 depots recently | 
established by the Chrysler Mo- | 
tors Parts Corp. 


Auto-Lite Meeting | 
Toledo, Apr. 13.—The annual 
meeting of stockholders of Electric | 
Auto-Lite Co. has been recessed | 
for the fourth time, the new date | 
being set for Apr. 18. Company | 
anticipates a favorable ruling by | 
the Federal Trade Commission by | 
that date on the company’s con- | 
templated stock issue for acquisi- | 
tion of Moto-Meter Gauge & 
Equipment Corp. 


Libbey-Owens Profit 
Toledo, Apr. 13.—Libbey-Owens- | 
Ford Glass Co. reports for quarter | 
ended Mar. 31, 1934, a net profit 
of $1,370,998 after depreciation, in- | 
terest and federal taxes, equivalent | 
to 54 cents a share on 2,555,292 no | 
par shares of capital stock. This 
compares with $623,103, or 26 cents | 
a share, on 2,331,522 shares in first 
quarter of previous year. 





——— 
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Chrysler Deliveries Set 
New High Mark for 1934 


ahead of the corresponding period 
of 1932. 


Orders for Chrysler cars con- 
tinue to pour in from all over the 
country and by the end of the 
first week in April orders and 
shipments for this year exceeded 
by some 5,000 units the total pro- 
duction of 1933. 


W.V. Kidder 

LaCrosse, Wis., Apr. 13.—W. V. 
Kidder, 53, president of the Pyroil 
Co., lubricating firm, died Apr. 5 
at his home here of a heart at- 
tack. Mr. Kidder, prior to per- 
fecting his new lubricant five 
years ago, was associated with A. 
W. Zeratsky in the Motor Inven- 
tions Co., marketers of a carbure- 
tor attachment for automobiles. 


| He is survived by his widow, his 


father and brother, both of 
whom were actively associated 
with Mr. Kidder in the Pyroil Co. 


a 








Pontiac Makes 
Parts and Service 
Personnel Moves 


‘ Pontiac, Mich., Apr, 13.—A num- 
ber of changes in the central office 
and zone personnel of the parts | 
and service department of Pontiac | 
Motor Co. have been announced | 
by L. K. Marshall, general parts | 
and service manager. 

Home office appointments in- 
clude J. H. Otis, who is made parts 
and service manager of the central 


region, succeeding O. A. Lamoreux, | 


whose appointment as assistant | 


general parts and service manager 


was announced recently. Otis 


f s ssory rchan- | 
ormerly was accessory merchan |dent of the 


dising manager. 

H. V. D. Sweet will add to his 
duties as parts merchandising 
manager the supervision of service 
merchandising under the new title 
of parts.and service merchandis- 
ing manager. 


R. B. Kincaid, formerly field 


| technical representative has been 


promoted to the position of service 
promotion manager with head- 
quarters at Pontiac. Walter 
Martin, formerly service super- 
visor of the eastern region, has 
been brought in to Pontiac as field 
technical supervisor. 

Parts and service personnel 
changes in the Pontiac zones and 
regions include the appointment 


| of George W. Burrage as parts 


and service manager of the east- 
ern - region succeeding Walter 
Martin. Burrage formerly was 
| parts and service manager of the 
| New York zone. W. P. Fagan has 
| been promoted from service rep- 


resentative to parts and 


Dealers Elect 
Milwaukee, Wis., Apr. 13.—Louis 


| Marshall has been elected presi- 
Wisconsin Auto Sal- 


Otto Nailander, vice-presi- 
|dent; Max Grant, treasurer, and 
| Abe Malofsky, secretary. All are 
;of Milwaukee. Malofsky was 
|named to represent the associa- 
|tion at the national NRA hearing 
for auto-salvage dealers in Wash- 
ington in May. 


|; are 
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GM May Open 
Syracuse, N. Y. 
Parts Plant 





Syracuse, N. Y., Apr. 13.—Repre- 
sentatives of General Motors 
Corp. have been in Syracuse con- 
ferring with the Chamber of 
Commerce officials relative to 





service | 


vage Dealers’ Assn. Others named | 


the possible reopening of the cor- 
| poration’s Brown - Lipe - Chapin 
|plant, where the manufacture of 
differentials was discontinued 
more than a year ago. 

According to a statement issued 
by the Chamber of Commerce, 
General Motors proposes to utilize 
| the plant for the manufacture of 
automobile parts. 

The Chamber has promised the 
corporation that an adequate 
number of skilled workers to meet 
|requirements will be available, 
and it is expected the municipal 
|administration will bring about 
certain concessions in the matter 
of the tax assessment on the 

plant. 








ALTHOUGH it was obvious 
that the announcement of 
Graham’s centrifugal Super- 
charger marked an important 
step forward in automotive 
engineering, the prompt 
response to that announce- 
ment has been far beyond 
our expectations. Hundreds 
of requests are coming in for 
the booklet describing the 
Graham Supercharger — its 
construction, operation, and 
contribution to performance. 


If you have not sent for 


your copy yet, mail the coupon to- 
day. It is our hope that every one 
interested in the Graham car — in- 
cluding independent garages and re- 
pair shops as well as our own dealers 
—shall be thoroughly familiar with 
the details of the Supercharger. Not 
only for service reasons, but because 


EBRAKRAM 


addition to the list 


it is the most significant advance of 
the decade in automobile engines. 
The Supercharger is the latest 


features pioneered by Graham 
engineers: Outboard spring suspen- 
sion, banjo frame, full-length water- 
jackets, aluminum cylinder head, 


SEND FOR BOOKLET ON THE NEW 


ee SUPERCHARGER 


Straight-eight engine of the new Graham 
Custom Eight, equipped with centrifugal 
Supercharger, delivers 135 h. p. at 4000 


r. p.m.—an 


of performance- 


sacrificing fuel economy. 






increase of 42% without 





geometrically designed steering 
mechanism, and other developments 
which give this car a character and 
feel of its own. If you have any 
technical questions about the 
Graham, write to the Service De- 
partment, Graham-Paige Motors 
Corporation, Detroit, Michigan. 





GRAHAM-PAIGE MOTORS CORPORATION, 8508 West Warren Avenue, Detroit, Michigan 


Please send me your booklet describing the function and operation of the Graham centrifugal Supercharger. 


Name __ 


Address_______ 
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Indiana Registers FINAL REVISION COMPLETE NEW PASSENGER CAR 
30 Per Cent More CHRYSLER GROUP FORD GROUP GENERAL MOTORS GROUP HUDSON GROUP 
e A § 
Cars Than in 1933) states 3/3] e ; s 
a a 
Indianapolis, Ind., Apr. 13.—A 614 2 a 
thirty per cent gain in passenger 
car registrations during the first Alclhome "34 1 32; 102; 135 108 5 20| 158 4 2 9 
— of 1934 in Marion county °33 8 3 14 68 93 287 4 30| 342 8 
(Indianapolis) was recorded in 34 6 1 91, 135] 258] | 258 7 2) 132 l 2). +19) #1 
| | | 162 a | 7 
es sent from offic- | Arkansas "33 21; 13 oa 156| 283] 359] 1| 360 38) real 2| 8| 34| 820 6| 1| 7 
Featured by a sales spurt in| Arizona he 1 | ‘e 7 P+ a re 7 : a | 1| — os} 5| J ; 
March which carried the list to a — — 4 cael anmnemsced = 8 _ a 
total nearly double that of Febru- | California 34 59/ 99/264) 745| 1167] 1907, 12) 1919] 230, 16) 393 3) 21 742] 39 8| 47 
ary and nearly 150 per cent above 33 113} 151 315| 934) 1513] 1223 25| 1248 313 36) 1775 30 a 1 $01 2332 114 31 145 
March, 1933, the county registra- Colorado "34 29 21 85| 348) 483 487 1| 488 43| 315 ; 74| 452 29 1 30 
tions gain for the quarter was 33 24 11 49; 210) 294 209 5| 214 46) 3} 403 1 46; 510 28 4| 32 
almost identical with that of) Gp necticut 34 5 4, 35) 82| 126 a76 275 49 4, 21 ; 26| 110 7 1| 8 
mune onaneninnntety * —-, a ‘33[ 13) 21) 39] 163 = 4} 95 - 6 = | Hd 504 13} 3 16 
e March spurt, achieved in 7 
the face of bitterly inclement Delaware a al 7 59 | = os 1 -. | ya eR. él : 
weather, was the signal for the ; 
real turning point toward better | Florida "34 2 a 237 i 2| 625 46 3| 178 | a 3 274 11 2| 13 
times for the dealers and reflected 33 13 239 se 380 2| 382 59 a 5 16 655 24 2| 26 
the rapid improvement in the new | Georgia ’34 1| | a 80| 117 737) " 738 61 | a 2) 243 1| 5 
ear shortage condition. Many of *33 5| 5| 11| oe 120 96| 96 24 299 5 6 mt B55 3) | 3 
the more popular lines were still Idah "34 1 = 70 125] = 3 49 3 1 3| 3 
seriously hampered by slow deliv- | “°#"° 33 2 2 34 30] ye | 57 3 
cigar dpe yar UF edited ER ‘34] 40) 72] 282] B20 Tata] 984 17| i001 | 413) 47) 831] 8] 101] 138] 03] —se| —z] es 
a this Sams anda 4 an o 33] 113] 171) 237| 954] 1475] 1165] 35] 1200] 321] 33] 1601] 25] 155) 379] 2514 70| 12 82 
genuine optimism throughout the | Indiana 34 7 32; 109) 396) 544 561 561 29 | 380 | 23 on eg 35 1| 36 
=. gqueecauelna a] — 3) a) 81] 187 aa] 815) | 13] 28} 2) 4a) — | 12) 35/219] —2a — a) —30 
March's 1,037 cars this year,| Iowa — = : a oS 3 3 : | | 6 | 
compared with only 546 registered 33 8| 31; 116; 162 167 2} 169 28) 543 1 15 57 645 28 31 
in February and 471 in March of | | amene ’34 7 7 93| 337| 465] 667 | 667 29 1 345 4 r 62| 457 39 4 43 
last year. The quarter figure was | *33 5 19} 107} 133 184 1] 185 34 232 33} 305 18 19 
2,015 against 1,536. | Kentuck "34 8} 32| 125) 165 284| 2| 286 24| 1 89 | 5) 15| 134 6 8 
— = ye age — y 33 31| 33} 84] 277| 425] 233! 233 40| 600 2| 9| 44) 696 18 3 21 
nearly units over in. ; 
March, likewise showed a 500-car | Louisiana = ol | or a ove — + = oo a = ad 7 “| = . 1| S 
increase for the quarter. March | 33 9 7} 93) 94| 203 302 1| 303 31 2) 563) 2) 30, 636 10 1l 
sales were 987 against 697 while | Maine 34 4 3,15 = 53 87| | 87 on | 24 | ; 7 42 3 | 3 
the quarter figure was 3,067 33 1 4 16) 56) 77 61 | 61 24 112 2 30; 173 13 13 
against 2,541. Saiestend 34 | | 39, 107; 146] 272 | 273| 38 | 100 | 41; 186] 10 2 12 
Truck sales, as reflected by the 33 24 24 33) 187 a 183 5 an 49 2} 603 3 74| 743 36 45 
registrations, kept pace with pas-| )7 34) +23) + «+13| 133) 191 855| S 139, 10; 129)  2| 23) 100; 403] 29) 7 36 
— car ——— the =. ee 33 39| 39) 92] 399 5 346] ia 183 981} 14] 52) 238] 1476 64] 11 15 
terly report showing a volume 7 
OP wate conn pon Sentai Michigan sa] sol col seal satel oF a8 “71 i a788 228 set] 161 icel @aul sesel ise) satan 
comparisons gave a particularly | Minnesota ‘34 5 36| 184 417 417 3| 111 | 35/213 16 5| 21 
impressive view with 197 for 33 21 7 40} 170 = 180 aaR - _ 2 16 81 763 22 3| 25 
March against only 23 in March iatielined 34] 4 23! 274 208) 12 8 ll | 11 38 1 1 
of 1933 and 111 in February of| ecissipp 33 | 5} 10| 18 " 12 1 280 3) 18] 264 
this year. , ; Mi ‘ "34 13 13| 103| 255) 384 347 7 33 ’ 4 1 38| 334 15 | 15 
Practically every line, excepting | ssour "33 17; 21} 45) 188} 271] 321 one 61 yr 2} 10) 70) 588 15 1 16 
the high priced field, was making "34 3) 2 13 25| 43 56 56 6 44 4 li 65 6 
monthly progress where cars are| Montana 133 1 ns 7| 20| " 20 | 1 25 | at 1| i 
available for delivery in volume Mt nt = _ 
; 34 1| 7 42} 225| 275] 484| 1| 485 23 222 12) 57| 314 17 2! 19 
Sennennates WES Comand. Nebraska 33 9| 1) 29) 117] 1569 187] 187 29 1 - 3} 15) 54) 412 5| | 5 
ne Sat 34] 1 1; 630) 38] 64 | 64 6 | 3 | 3) 42 1| | 1 
Truck License Battle | wae 33 | 2 10) 12] 43 8 1 7 2 6) 54 | 
< ; iP : 34 | 1 1\ 8} 10 20 44 44 6 4 | | 4) 14 3) | 3 
, _eneeienee ao Sattione New Hampshire ‘33f 3! a 6] 28] 38st 33 | 33 7| | 62 1} 2} a1] 83 1| 1 
ndianapolis, Ind. Apr. —| ; 15 
Threat of a revival of the truck} New Jersey a oe se bet Ste te os 9 73 ase = it. E be = — 5 6| ai 
. ; ae 33 55 47 101 408; 611 296 7; 303 183 22| 1214 27) §2| 294) 1792 51] 13) 64 
license war which recurs periodic- . 
ally between states separated by |} New Mexico 34] 5) 10 18 33 116) 116 6 22 | 1) 10) “= 
the Ohio river were seen in in- 331 3) 10; 34) 47 70| 70 10 107 2 | 10] 129 I 1 
structions issued to state police — 34] 61 41, 479 736; 1317] 2401! 21| 2422 492 30; 425 14) 60; 269) 1290] 11 96 
to arrest all Tennessee truck | ‘33. 202) 197) 593) 2038) 3030] 1117] 45) 1162 a 86) 3708 70| 131) 607| 5365] 1938 35 228 
drivers who failed to display| ) Risitlinn. "34 61| 214| 278] 769 769 4| 122 54| 226 25 5| 30 
aadiane license pistes The a. | a Terese "33 25 50} 175} 262] 300 303 38 3) 669 2} 14, 71] _ 797 51 53 
ion is in reprisal for arrests of | ? 
Indiana drivers in Tennessee, it | North Dakota = o| 1 7| = = : = "| | | : a = " 7 : 
was stated by Al G. Feeney, state i 
public ane hong ee | Ohio 34[ 13,41 369) 765| 1188] 1539, 6| 1545] 154/13, 583, 6] 23 200, 979] 60) 10,70 
Under Indiana motor laws, this | 33 75| 155) 212) 784) 1226 755 10| 765 169| 20! 1664) 19 65| 314) 2251 117) 19] 136 
state grants reciprocity to all) Oklahoma "34, 3} S295] «179; 2791 777) | 777[ +39 4 121, 2, «6S s«67|«-239 5 6 
states extending the same cour- 331 12 13 99| 197] 321] 224 1| 225 61 ist | 10 68) 941 12} 1| 13 
tesy to Indiana. Tennessee, how- Oo 34 2! 2} 35! 132) 1714 200 | 200 9 1 | 13| 109 6 6 
ever, can not grant reciprocity to| ~"®8°" 33 a 11} 19) 51] 8st | 74 9 h. 3} 10! 172 6 6 
Indiana truckers because of a 7 l 
: ; . 1049] 1278 6) 84 208 21| 317| 5 48 166, 765 | 3) 63 
a ee Sees eeeren Ponneytvania 3a 87 31 o50| 767! 108 594 8| "602 | 280| 20/1763 211 _57|_ 28! ocas] 102} 15) 117 
ruck license agreement only to . — 
ar llgereer ond 34,3] (3) 19) 25] 107 | 107) 14 ; 10 | 13) 37 1 1 
— Rhode Iddand "331 ‘| 17 A 71| 113f 32 | 32 15) 138) 2] 3} 6) 84 5 | 5 
° ° . 34 69| 150 279 279 18 1 32 1 1 9 2 2 
Joins Hupmobile South Carolina 33 , a 3 i 83 1 149 re 20 | 260 | 3 a a1 10 10 
Detroit, Apr. 13.—The addition 34 36 94 4 39 1 2 1 3 
of Roy E. Cole to the Hupmobile South Dakota 33 i a 3 7 58! = 56 | 3 5 | 111] | , 7 a = | | 2 
engineering staff was announced ; 8] 8 
today by Chas D. Hastings, presi- | Tennessee ai a 7 7 an oat saa 3| 30 i : poo. ; 2 a ae 25) 1| 26 
dent and general manager of the ———_—— — : : ~ a at = nd ull 
Hupp Motor Car Corp. Cole was) Texas 34] 9} 8 153/542) 7 | 1807{ 147 6| 379 y ob 8 oe 9 2 11 
for six years, assistant chief en- 2 i 81; 23} 130] 466) 700] 821 9} 830 191 10} 2467 s 37| 192] 2905 47 3 50 
gineer of Dodge Brothers. He! Utah 34] 6) 1) 14, 41 62 98) 1| 99 9 | 24| | 2) 8| 43 3) | 3 
then became chief engineer at 33 | 7 10} 38] 55 42| 1] 48 9 I 79 1| 4) 94 14| 14 
Durant, later joining Studebaker 134 2) 5 12) 19 30) 30 3 2) 4 7 16 4 1 5 
as chief engineer of the Rockne Vermont a 1| "| 17 at os} | 25 7| | 44 A 1| a 63 10 >| 12 
divisions. Recently he has oper-| ———— ; ; 
ated his own company, doing en- Virginia = 3 f.. = a at res 1 = _ o| * E 7 = = — ? = 
gineering consulting and develop- a. 14 24 51} 16: ow 248 4) 24s 4 2; 464 y , ae ee 
caaiet warts. Washinéten 34] 8-13, —74)«188, 283] 266) 2) 268 17; -3|—«*148) 7, 19, 194] 23, 2 25 
; Pea n 33] 10 17 51) 137| 215] 165 a 167 43 4| 273 1 20 61; 402] 14 4 18 
r, ae Ww. a 34 7 2 58} 110) 177 207 208 9 2 6 13 2 2 
Truckmen Gain oct Virginie 33) 10110 eal 157] 299) ise] 1) ir] 7l a] 258 1} 29} 303] 24) 2] 26 
Omaha, Neb., Apr. 13.-Figures Wisconsin "34 a 9| 62) 159) 237] 411 2| 413 36 1| 125) 2 10; 36) 210 21 | 22 
just released by the South Omaha | 33 64| 143) 230 154 155 69 3} 419 5 21) 77| 594 54 15 
stockyards show that in the last : 34 2 1 16, 26 45 59 59 14 27| 3). 13) 57 5 5 
three = a need of Wreming a 41 3|_—os| 8 a 26 i i 15) | a } all a A | 10 
cattle, 731,651 head of hogs an ° ] 
120,422 sheep were trucked into | District of Columbia = e = = = so 3\ ore re . 2 aa _ a = mn = a B 
that market, the increases for the - - —_—— — — ; : - ant ; : = = 
respective classes over last year; Total 34] oa 3960| 9679|14589]25828| 112/25940 | 2738 183; 7223 557| 2363/13133] 797) 122 919 
331 1196) 1371) 3518/11669|17754113097| 211113308 | 3816| 309'29935 a 1039| 4342/39734] 1491| 240] 1731 


being 94,069, 194,606 and 35,232. 














Figures supplied by R. L. Polk & Co., 






New Jersey Motor List Co., 












and Sherlock & Arnold. 






















STATES 


Alabama 





Arkansas 


Arizona 


NASH GROUP 


6 
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California 









Delaware 3| 
2 


Florida 


115 
87 
23 


| 7 
2 
es ee - 
"88 | 4 138 4 9| 8 6| 9 5 1555 
Georgia '34 | : 25 8| | 8| 6| 4| ; 22| 1271 
= 2 10] 1 6| 3| 3) a 5| 2 632 
al | ; | pa} | | | ff rf 
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Idaho : 
33 1 1 4 1 
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Jurist Appeals 
For Arbitration 
By Auto Board 


Detroit, Apr. 13.—An appeal to 
manufacturers and their employes 
to use the tool of arbitration pro- 
vided for them by the government 
in the form of the NRA and the 
Grievance Board was voiced in 
a radio address here last night by 
Judge Homer Ferguson, of the 
Wayne County Circuit court. 

Judge Ferguson, chosen to 
speak on the labor situation be- 
cause of his known impartiality, 
contrasted the new method of 
handling labor troubles with the 
old system of strikes and lockouts 
and the final intervention of the 
courts, making both sides losers 

Neither manufacturer nor em- 
ploye is compelled under the NRA 
to arbitrate difference, Judge Fer- 
guson explained. But when they 
do not, the old tools of strike and 
lockott loom again on the horizon. 

“Since the government of the 
United States has provided a new 
means for the settlements of dis- 
putes between the employers and 
employes,” concluded Judge Fer- 
guson, “give the machinery of the 
government a fair trial, and may 
2812} employers and employes use this 
1794| new instrumentality of the gov- 
2|ernment to settle their disputes, 
in order that the consuming pub- 
lic, and the public generally, or 
either of the parties in interest, 


will not be harmed.” 
1235 aiaioigat amines 


|Roos and Warner Plan 


Tour to SAE Meetings 


New York, Apr. 13.—D. G. Roos, 
| president of the Society of Auto- 
motive Engineers and chief en- 
gineer, Studebaker Corp., South 
Bend, will shortly begin a pro- 
gram of visits to SAE Sections in 
various parts of the country. He 
will be accompanied by John A. 
C. Warner, secretary and general 
manager of the Society. 

“What's Going on in Automo- 
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Missouri 34 | 28 28 6 | 6 1 3 ‘| 7 2 1 7 1182 
a a nT Z 5 4 3 35) 11 6 1296 | tive Engineering” will be the “a 
Montana ; 11 11 | 6 l 1] 9 2 200 | ject of Mr. Roo’s message to the 
a ——_— | | 1| | 1| 4 69 | Sections. Mr. Warner will = 
N *34 19} 19 Nl on “Quick Glimpses at 
ebracka 33 1! | 1 1| . 7 : . 1| 1 30 a — Achievement.” Included among 
Nevad 34] 3 3] 1 = — = ‘| Section visits on the first part of 
—— 33 | | 3 ‘ 6 | 157 | the trip will be the following: 
7 6 1} 120! April 30, SAE Club of Denver, 
New Hampshire a 7 1 | 1 | 2| 3 | | 90| Colo. May 3, So. California Seo- 
U ! ] 1 I 2 2] 4 3 | 171 | tion (Los Angeles). May 7, No. 
New Jersey 34 | 85 85] 9 2 2 16 16 21, 2=«O7 11 79 6 | 1747 | California Section (San Fran- 
33] 24 24] 4 9 5} 22 17 30 5} 11) 98! 11! 11] 3047 | cisco). May 9, Oregon Section 
New Mexico 34] 2 2] 1 1 | 1 1 | 15 2 | 211 (Portland). May 11, Northwest 
33] j 1! | 6 i | 054 | Section (Seattle). 
New York "34 | 383) 383] 25 1 26 16 62 74, 123 23 48} 412 24 8 6350 | 
‘331 | 167} 1674 36 12 | 55) 160,110,156 17 58) B84, 230 a 11273 Johnson & Co. Named 
N i "34 7 7 17 24) o 7 F nore em Dayton, O., Apr. 12. -- City Ma- 
orth Carolina 33 | 7 +f A 39| | | 5 " 3 | re ri i} ao] chine & Tool Works announce 
North Dakot "34 3 3 rT 1 ~ ——__ 4 | the appointment of Don F. John- 
a 83 1 1 | | | | | |son & Co., Inc. with offices at 156 
; "34 | M ss 1 164| Main St., Buffalo, N. Y. as their 
Ohio = 46 46 51 3) 27| 52) 10! 11) 8 6 107 27| 1 4133) representatives in the Buffalo 
a | 37 7 14) 2 9} 47| 13) 32) 6 13} 147| 102) 17 4817 | district for the Cimatool-Paulins 
Oklahoma = 8 8] 83 1 6 1 4 1] 1 29 3 | 143g | Standard Drill jigs and locks. 
— a i 6 = a 1 2} 2 22 6 | OA | caeceesesinececieenegsinenienaneiarenpiaataacinenntmanaaal 
Oregon = sf 8 3 a | “531 
33 3| 3 5| 2 1| 1 9) 4 | 362 
Pennsylvania = , 101) 101f 152 7 1 2000-2425 7; 13, 82,2 4 3474) Coming Events 
; 3: 47) 17 | 14 18 7 37) 17) 40) 9) 8 4 55 16] 4727 | 
Rhode Island 34] | 6 6| 2 2 1 1 1 12) - 1 195 
33] 6 6] I 2 1 1 2 1 10! 2 | 367 
South Caroli "34 | 3 3 1 6 5 1 APRIL 
— | 1 8 22 540 19—Pittsburgh. Eleventh Annual Safety 
88 2 2 2 44 1 3 4 1 4 625 | Engineering Conference 
sont Bakote 33 | aT 7 | | " | 1) | | ! 12| 1 217 | ate eae a ae 
33 | 1 1 : F Ff jj 1 13 1 278 | 7-17—Basel, Switzerland, Swiss Industries 
Tennessee = | 4 4] 2 10) 6) 3 . 5 1 1 28 22 | 732 sadie ae Norway. National Automobile 
33 | | 11 11] l 15 l 11 I 2 | 26! 15 1} 1293 | Show. 
Texas "34| 23 77 9 15) 9 16 7 8 2 5] 104 201 3390 | tom tow Vert, Metropolitan Section SAE 
33 17 6 9| 3 17} 11) 14} 1| 84) 12| a 4661 | 19-20—Cleveland. National Petroleum Assn. 
Utah a 3| Fi ol 12) 1 | 3| | | ] 3| 229 | Meeting. slice 
~ os 4 =| 1 6 1 1] 3) | 1 225 | 1-4—Washington, D. C. U. S. Chamber 
Vermont a a s| | | a! 1 1 | 3 3| | Bid New "York. | Metropolitan Section SAE 
« é e * Meeting. 
Virginia "34 | 18 18 1| 10) 3} | 9| 8) 1! 1! 1! 26) | 943 | +See City, Mo. American Chemical 
"33 3 2| 4| 4| 7| 5| 1| 1} 39) 12} a (1209 | 9-11—Talsa, “Okla, National Gasoline Assn, 
Washington al | . | ’ 6 1 2 1 | . 47, 18) 1] 857 | 2: tectenn aie. International Petroleum 
33] 16) _ 16] 1 2 7 2 4 38 2] 2] 895 Exposition 
West Virginia 34 7 — 5| i | 7 al a | 4 18] | - 1 S04 imtes Ver. Metropolitan Section SAE 
— 10} 1 3 15 6 1 763 22-24—Pittsburgh, Mid-year mecting American 
Wisconsin ‘34 59 59 3 | 4 7 5 2 3 22 5 994 Petroleum Institute 
33 17 17 1 | 7 7 8 1 27 20 1134 | 3@—Indianapolis, Ind. Diesnsation haw 
WwW . ’34| 2 3] | | - 00-mile race 
yoming 33] | 1] Q| ° , 1 pi ae | JUNE 
’ 7 . = 17-22—Saranac Lake, . . Summer meetin 
Dist. of Columbia a 7a 19 1 | . 10) 10 | 17 | i8 564 | 7-22 Sarena Lene a ve harain ng 
= 13 13 1| 1) 2 10} 21 7| a 1| 1| 36 17 4 848 | 25-29—Denver, Coo. American Society Me- 
Total '34] | 1468, 1468] 434| 180,336, 47| 453/292) 349) 99| 208| 2242) 506 47| 61242 | nena Tnpineess Merting 
33 | _ 755 55| 435] 6|__126|__678|__483/__—523/_ 138! __199/_ 2390! 1010! 320] 79845 | *2?—Attantic City, N. J. American Society 
































































Expect “Market 
To Expand With 
Work Settlement 


By C. J. ALEXANDER 
New York, Apr. 13. 
the automotive industry were held 
back this week by the threats of 
labor difficulties. They showed 
signs of wanting to go ahead and, 
with a removal of the labor un- 
rest, it is believed they would re- 
sume leadership of the general 
stock market. 

General Motors and Chrysler, 
the most actively traded stocks in 
the first quarter, have in the past 
week dropped out of the first ten 
and on Thursday neither ap- 


peared among the first 20 stocks | 


in point of turnover. That is a 
truly unusual situation and shows 
the extent to which investors were 
holding off while the threatening 
labor troubles hung over the 
industry 

It was noticeable, however, that 
holders of the motor stocks were 
inclined to hold rather than dis- 
pose of their shares at the “bid” 
prices which undoubtedly existed 
below the daily market prices. 

While quotations eased 
somewhat during most of the 
week, the losses failed to erase 
the gains over the week preced- 
ing, except in a few individual 
stocks surrounded by special cir- 
cumstances. 


off 


Price Averages 


The Automotive Daily News 
stock price averages showed the 
following changes in the week 
ended April 11: 

ba This 
Were Week 
24M ‘ JS.48 27.93 
1 Car-truck companies 2 
10 Parts ssories 21.47 

$ Tire-rubbers 23.52 22.94 0,59 

The settlement of the Motor 
Products Corp. strike on Monday 
led to a sharp rally in motor 


shares on Tuesday, following a 
sell-off Monday when it appeared 
that other manufacturers might 
have to follow Hudson in closing 
down because of the failure to 
receive parts. Further unsettle- 
ment, however, appeared Wed- 
nesday as other threats of labor 
difficulties appeared. 

Up to Wednesday, when 
est decline from 
ceding was shown 
tors Co 
on the omission of the dividend 
and the failure of a strike agree- 
ment to be reached up to that 
time. Except in the case of Nash, 
declines were not severe and gen- 
erally speaking were evenly di- 
vided among all companies in all 
groups. Price gains over the pre- 
ceding week were few 

GM Quarterly Earnings 


Earnings of General Motors 
Corp. in the first quarter are be- 
ing estimated in one usually reli- 
able Wall Street source at around 
70 cents a share. This compares 
with estimates of 60 cents in other 
quarters, which were made before 
the company’s production and 
sales report for March was issued. 
If the net reaches 70 cents a 
share, it would compare with 11 
cents a year ago and 72 cents in 
the third quarter of last year. 
Earnings for the full year 1933 
may approach $3 a share, accord- 
ing to current forecasts being 
made here. 

Progress is being made by re- 
ceivers of Studebaker Corp. in 
bringing the company back into 
the black, according to the report 
of the receivers for the period 


the 
by 


week pre- 
Nash 


from Mar. 19, 1933, to Dec. 31, 
1933. The company showed a 
profit of $54,619 for the period, 


after all charges. The statement, 
issued this week, did not include 
operations of White Motor Co. 
Hayes Body Corp. this week ap- 
plied to the New York Stock Ex- 
change for the listing of certifi- 
cates representing 343,621 shares 
of capital stock of $2 par value 
in substitution for the outstanding 
capital stock of no par value and 





the | 
above averages closed, the sharp- | 


Mo- | 
.. the price having dropped | 
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Labot Trouble Threats Hamper Action in Motors 





Shares of 





| the 


| be 


| Among 


| Mfg. Co. 








18,000 shares of $2 par capital 
stock upon notice of issuance 
upon the exercise of outstanding 
options, making the total amount 
applied for 361,621 shares. 

Wall Street evidenced consider- 
able interest this week in the 
proxy fight in the Reo Motor Car 
Co., paying particular attention 
to the support being given the 
committee of independent stock- 
holders in its effort to bring about 
changes in the management. 

Nash Position Strong 

Omission of the quarterly divi- 
dend by Nash Motors Co. appar- 
ently came as something of a 





surprise to Wall Street, although 
in other quarters the step was 
seen as perfectly natural in view 
of the interruption of the com- 
pany’s operations due to the pro- 
longed strike. The dividend policy 
of Nash throughout the depres- 
sion has been liberal, the cash po- 
sition continues strong and the 
general view is that the omission 
of a payment at this time should 
not be alarming. 

The first important company 
doing a large business in the 
automotive field to report earn- 
ings for the first quarter of this 
year was the Libbey-Owens-Ford 
Glass Co. It earned $1,370,998 in 
three months, after all 
charges, as against $623,103 a year 
ago. The company is reported to 
having the best year in its 
history. 

Libbey-Owens-Ford 
declared the regular 


this week 
quarterly 


| dividend of 30 cents a share on 
| the common stock, 


payable June 

15 to stock of record on May 31. 
Exchange Investigation 

The New York Stock Exchange 


|} this week began an investigation 
| into recent transactions in a num- 
| ber 


of stocks listed on its board. 
the stocks named were 
Borg-Warner Corp. and Eaton 
common. The reasons 
for this investigation were in no 
way associated with the manage- lj 
ments of the companies con- | 
cerned. There had been evidence, 
it was understood, of undesirable 
pool or “tipping” operations, 








'come, after charges, 


Last Minute Wall Street Wires 


From CONRAD ALEXANDER 
Wall Street Correspondent, Automotive Daily News 


New York, Apr. 3 


(3:10 P.M. 


).—Shares of the automobile 


companies moved slightly higher in trading on the New 


York Stock Exchange today. 
news on its strike situation. 


Nash was up on favorable 
Graham-Paige was active 


in the morning at around the year’s best level and some 
of the other lower priced motors were well taken. 


something that the companies | 
themselves would be as anxious | 
to fight as the Stock Exchange 
itself. 

Sales of the Mullins Mfg. Co., as 
measured by dollar volume, were 
the highest in March since the 
Fall of 1928 and a profit is ex- 
pected to be reported for the first 
quarter, as against a loss of $126,- 
469 in the like period of 1933. 

Federal Motor Option 

Evans Products Co. reported 
for the first two months of the 
year a net profit of $234,655, after 
all charges, as against a net profit | 
of $297,126 for the entire year 
1933. 

Federal Motor Truck Co. has | 
notified the New York Stock Ex- 
change that it has granted an) 
option on 12,400 shares of common 
stock at the following prices: 
2,500 shares at $7; 3,500 shares at | 
$8 and 6,400 shares at $10. The 
option expires May 15. 

Spicer Mfg. Corp. has declared 
the regular quarterly dividend of 
75 cents a share on the $3 pre- 
ferred stock, payable Apr. 16 to! 
stockholders of record on Apr. 13. 


Accessory Market Strong 
The parts and accessory indus- 
try is enjoying good business. It 
is estimated that earnings of the 
leading manufacturers in _ this 
group in the first quarter of this | 
ar had an aggregate net in- | 
of close to 











| $7,000,000, as against a net loss of 
more than $5,000,000 in the cor- 
responding period of last year. 
This would indicate an improve- 
ment in earnings of about $12,000,- 
000 for 1934 thus far over 1933. 

As a matter of fact, it appears 
that the first quarter net will ex- 
ceed the earnings for the full year 
1933, when the leading companies 
showed profits aggregating $6,- 
800,000. The last year’s record, 
however, was much better than 
that for 1932, when the parts and 
accessory group had a net loss of 
about $20,000,000. 

The outlook for earnings in the 
second quarter of this year is ex- 
cellent and it would not be sur- 
prising if the leading companies 
were able to earn in the full year 
1934 a net income, after charges, 
of three or four times the $6,800,- 
000 reported for last year. 


Lycoming Boosts Prices 
On Marine Engine Line 


Williamsport, Pa., Apr. 13.—-An- 
nouncement was made today by 
the Lycoming Mfg. Co. of an in- 


| crease in prices of marine engines, 


effective May 15. In its statement 
Lycoming said that the change 
in prices was due to increasing 
costs of materials and manufac- 
turing. 

Price changes range from $20.00 
to $145.00. 
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Enemies Unite 


To Change Law 
In Bay State 


Boston, Apr. 13.—Motor truck 
manufacturers will be interested 
to learn that in Massachusetts a 
miracle has happened apparently, 
and truck operators are being 
asked to agree to have set aside 
a law passed last year at the 
request of railroad officials. This 
law put the truckmen under the 
State Public Utilities Commission 
with a lot of restrictions. For 
more than ten years the truck- 
men have been fighting such leg- 
islation, but were not strong 
enough to offset the railroads in 
1933. 

So the truck operators, through 
their organization The Motor 
Truck Club, got busy, and put 
the law on the referundum, to be 
acted upon this fall by the voters. 
In two months they secured more 
than 15,000 names, far more than 
needed. Also a tabulation was 
compiled of the taxes paid in 
various towns by the motorists 
and the railroads. In many 
towns the railroads paid not one 
cent, while in every town motor 
owners, garage, oil, accessory and 
other groups paid several thou- 
sand dollars in taxes. 

There has been some talk that 
the motor groups might ask 
voters to kill the truck bill and 
go through by voting against the 
entire ticket responsible for the 
legislation of a year ago. At 
any rate railroad officials made 
overtures to the truck operators. 
And after 13 conferences the two 
groups went to the legislature 
arm in arm, so to speak, with a 
bill changing in many ways the 
law of 1933 with its penalizing 
restrictions on trucks. As there 
were no objectors it will probably 
be passed. It is a great victory 
for the motor truck group as 
evidence of what can be done 
through organization and plan- 
ning. 

All of which means that the 
motor truck makers will be able 
to sell more trucks in the Bay 
State. And they should get the 
data on what happened there to 
pass along to their branch man- 
agers and distributors in other 
states as an example of how to 
get fair play. 


Bills Proposed 
To Regulate 
Used Car Sales 


(Continued from Page 1) 
the operation of a defective motor 
vehicle and would require the 
vendor of a vehicle selling for 
$200 or less to furnish the vendee 
with a written guaranty that such 
vehicle is in good operating con- 
dition and that the brakes, engine, 
steering gear and other mechani- 
cal equipment are in good state of 
repair. Any vehicle operated by 
a person who is unable to produce 
such guaranty will be deemed to 
be defective and may be seized 


and destroyed by the Com- 
missioner, Inspector or Peace 
Officer.” 


British Ford Co. Reports 
Profit on 1933 Business 
Detroit, Apr. 13.— Ford Motor 

Co., Ltd., reports trading profit of 

£943,069 for the year ended Dec. 

31, 1933, comparing with trading 

loss of £160,638 in 1932, according 

to the London Bureau of the Wall 

Street Journal. After providing 

for depreciation and obsolescence, 

directors fees, interest charges, 
income taxes and other deduc- 
tions there was a net profit of 
£742,218 in 1933, against net loss 
of £725,915 in the preceding year. 

The balance carried forward to 
the next recount was £388,173 
after deduction of the debit bal- 
ance of £354,045 brought forward 
from the preceding year. 




















tists’ contentions and 
the folly of a “research holiday.” 

For the benefit of those un- 
familiar with the recent New 
York assembly of scientists, it is 
recalled that the meeting was 
held under the auspices of the 
American Institute of Physics 
and the New York Electrical So- 
ciety. There were gathered no 
publicity seekers, no little frogs 
seeking to make splashes in big 
ponds, but America’s leaders in 
science. There were Dr. Karl 
T. Compton, president of Massa- 
chusetts Institute of Technology; 
Dr. R. A. Millikan, Nobel Prize 
winner, and others of like im- 
portance. Their purpose was to 
refute those who are pressing 
for a “research holiday” and 
those who contend that science is 
the root of economic ills. 

Says Science Makes Jobs 

“There is no such thing as 
technological unemployment,” 
said Dr. Millikan. 

“Most certainly 
creases man’s power and the 
range of his activities—science 
makes jobs, does not take them 
away,” was the view of Dr. 
Compton. 

“In America obsolescence—not 
wear-out—keeps our people at 
work,” was the view of Owen D. 
Young. “The notion that science 
and technical development have 
resulted in unemployment and 
financial panic is characteristic 
of a depression period.” 

The meeting and its discus- 
sions were widely publicized in 
the American press. The con- 
troversy won the attention of 
certain executives of Studebaker 
and today’s discussion of the 
subject by Hoffman was the 
result. 

It is the contention of Hoff- 
man that Studebaker, which be- 
gan its career in 1852 and has 
been a vigorous unit in the 
American manufacturing picture 
ever since offers a fair basis of 
comparison. In other’ words, 
Studebaker was a dominant fig- 
ure before machines became so 
vital in building—and Studebaker 
today, with machines so vastly 
important to its operation, main- 
tains an equally prominent po- 
sition. 

Two Studebaker Boys 


There are many angles and 
features to the discussion, but 
Hoffman pointed out that prob- 
ably the best pre-machine and 
machine era yardsick of com- 
parison was man hours. 

“When Studebaker began in 
in 1852 there were two men, 
Henry and Clem Studebaker in 
the company,” said Hoffman. 
“They started business with two 
forges and $68. The first years 
of their growth, although an in- 
teresting chapter in America’s 
business, would not be fair to 
the present discussion. The na- 
tion’s population was still small 
and buying power was not great. 

“But, let us take two arbitrary 
periods. Wagons and buggies 
were of vast importance to our 
nation from 1870 to 1902. In 
1902 the automobile began to 
grow. So here we have two 32- 
year periods, 
1902 to 1934, that will give us a 
fair comparison. 

“In 1870 300 people were em- 
ployed by Studebaker and sales 
ran around $600,000 annually. In 
1890 1,300 people were employed 
and sales amounted to $2,161,- 
094.45. In 1902 there were 2,500 
hands in the factories and sales 


science in- 


indicate @——— 


1870 to 1902, and | 





AUTOMOTIVE DAILY NEWS, SATURDAY, APRIL 14, 1934 


Studebaker Records Uphold Scientific Claim 


Hoffman Shows Machines 
Contribute to Prosperity 


South Bend, Ind., Apr. 13.—Recent defense of the 
machine age as an employment producing agent by well 
known scientists in New York found encouraging support 
here today when statistics of America’s oldest transpor- 
tation builder, Studebaker, were divulged by Paul G. Hoff- 
man, president of the Studebaker Sales Corp. of America. 
The records of this company, a builder and employer in 
both pre-machine and machine eras, bear out the scien- 





reached a total of $3,970,228.48. 
During this period Studebaker 
was a dominant figure in buggy 
and wagon building. 

“An average may easily be 
struck for the 32-year period. 
Let us say that the average num- 
ber of employes was 1,500, as our 
figures indicate, and that these 





men worked 250 days of 10 hours 
each. Thus we discover that dur- 
ing the first and pre-machine 
period Studebaker was able to 
give employment to the extent 
of 3,750,000 hours per year. 


Simple Arithmetic 


“Then, came the automobile. 
Throughout the 1902-34 period 
Studebaker has been able to pro- 
vide work for an average of 
5,000 men and women. Today, 
our plants are working two shifts 
and there are 8,500 people on the 
payrolls. But, let us take 5,000 
hands as an average and follow 
the same simple arithmetic we 
used for the pre-machine era. It 
works out that during the 1902- 
1934 period we have given work- 
ers an average of 10,000,000 hours 
of labor per year. 

“In the wagon and buggy days 
the average wage was under 20 
cents per hour. A skilled work- 
man, a blacksmith, scroll maker 





or trimmer would receive 22 
cents an hour and it was a high 
wage. A common laborer would 
receive 16 cents, perhaps 17 cents. 
Today the average productive 
wage has become close to four 
times as great. In the wagon 
and buggy days Studebaker had 
an average yearly payroll of 
$600,000. During the automobile 
era our average yearly payroll 
has been in excess of $6,000,000. 
Meantime living costs have not 
more than doubled. 
$10 for Buggy Laborer 

“The amount of productive 
labor that went into a buggy was 
vastly less than what goes into 
the present day automobile. Why, 
our statistics show that the ac- 
tual productive labor in a good 
buggy of 1900 was $10. 

“The machine has changed our 
picture. And there is plenty of 
interest in the change. For in- 
stance, the assembly lines. In 
the old days iron workers would 
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follow a wagon through its en- 
tire career of production. They 
would produce the axles, the steel 
tires, the bolts. They did every- 
thing that vehicle required in 
metal. 

“Today the picture is different. 
I doubt if there are more than 
10 men in our plants who could 
assemble and finish an automo- 
bile by themselves. They are 
highly specialized workers—and 
not jack-of-all-trades. They 
know their job and they have 
learned those jobs quickly. They 
haven't had to spend five or six 
years as helpers or apprentices. 
Certainly that is a definite bene- 
fit of the machine age. It is 
amusing to think that there was 
once a controversy among our 
employes because we desired to 
establish an assembly line. The 
workers simply couldn't realize 
that science was attempting to, 
and did, advance their earning 
power.” 





LOCKHEED HYDRAULIC BRAKES 
have good brakes 








There are no exceptions, 
either in America or abroad 





Lockheed Hydraulic Brakes, perfected 
over a period of more than eleven 
years of strenuous service in American 
and European cars and trucks, can be 
quickly adopted by any manufacturer 
with the absolute assurance of “brakes 
without bugs.” Factory application is 
extremely simple and rapid. 





HYDRAULIC BRAKE 


More than a third of all makes of Amer- 
ican cars use Lockheed Hydraulics. 
Three-fourths of all makes of American 
trucks use them. They dominate the 
field in Europe. They provide important 
advantages to the manufacturer, to the 
dealer, and to the more than one mil- 
lion owners who actively prefer them. 


COMPANY 


DETROIT, MICHIGAN 


LOCKHEED HYDRAULIC 
Four BRAKES Wheel 


OFFICIALLY SERVICED THROUGHOUT THE NATION BY WAGNER ELECTRIC CORPORATION 
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FROM NASH 


A Brand New Dual Franchise! 


Effective April 11, a new dual franchise for Nash-LaFayette dealers 













a — 


now provides the most complete market coverage of any exclusive 

dual franchise ... and with PRICES and DISCOUNTS that 

enlarge the dealer’s opportunity for SALES and PROFITS. 
xk 

Two great lines, the Twin-Ignition-powered Nash for 1934 and 

the new “Jeweled Movement” LaFayette under one of the most 

interesting dealer franchises ever written. Details available now. 


x *k * 


For information write Sales Dep’t., Nash Motors, Kenosha, Wisconsin 
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